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Drop in and see our famous murals 


N.A.L.U. members are cordially invited to visit our home office on Boylston St. at 
Clarendon, a three-minute walk from convention headquarters. The historical murals 
painted by the distinguished artist, Charles Hoffbauer, have made our lobby one of 
Boston’s well-known “points of interest.” Above is shown a portion of his latest work 
which reconstructs the signing of the charter for the first mutual life insurance company 
in America, April 1, 1835. Judge Willard Phillips, founder and first President of the New 


England Mutual, is pictured receiving the charter from Massachusetts’ Governor Samuel 
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Armstrong. This mural decorates the entrance to the company’s Charter Room. 


m NEW ENGLAND MUTUAL 


Life Insurance Company of Boston 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 


Wednesday, September 22, 1954 














He figured out our futures... 


Exvizur Waricut had a mind like an adding machine, 
the stubbornness of a mule, and a huge capacity for 
worrying about the security of every American family. 


For over half his life Elizur Wright was a teacher, 

a missionary, and an editor. And then, in 1850, he discovered 
the thing he had to do. He saw what a great blessing 

life insurance could be. But he knew it could be a blessing 
only if it were set up on a sound, sure, mathematical basis 
...8o that there would always be an adequate legal reserve 
of funds to pay off each policy. 

So Elizur sat down and figured, and figured, and figured 
to work out the mathematical formula. And Elizur went to 
the State-house in Massachusetts and argued, and argued, 
and argued with every legislator he could buttonhole in a 
hallway. And because Elizur had a mind like an adding 
machine he finally found the formula. And because Elizur 
was as stubborn as a mule the legislature finally threw up its 
hands and by 1861 had passed laws for non-forfeiture rights 
and the legal reserve. “My work is done,” said Elizur, 
“and life insurance is safe for the women and children 

of the United States of America.” 


But the legislature had other ideas. Any man who was that 
interested in sound life insurance would be a good man to 
watch over it, they reasoned. So they made Elizur Wright 


the first Insurance Commissioner of Massachusetts. 


It has been said that during his eight years as Commissioner 
he did so much work that it would have taken the average 
man 80 years! He kept a great ledger in which he recorded a 
complete record of every policy issued by every company 
doing business in Massachusetts. In one year alone he 
finished over a quarter of a million separate mathematical 
problems. He even invented a calculating machine 

(and a good one!) to help speed his work. 


Today your life insurance agent can tell you just what a 
policy is worth at any time, name its cash surrender 
value to the penny, and point out your exact rights 
under your contract. 


Old Elizur worked it out for you years ago in long columns 
of figures called tables of valuation ...and the principles 
which he fought for are still a guide for company solvency. 


Thanks to life insurance agents there is in force over 

304 billion dollars worth of legal reserve life insurance 
contributing security and peace of mind to today’s 
American families... all resting upon the solid foundation 


laid by old Elizur Wright 100 years ago. 
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Mr. 4% 
Represents 
Jefferson 


Standard 


LIFE INSURANCE 
-84 | IN FORCE 





National Quality Award 
achieved by 116 Jeffersonians 


The list of Jeffersonians receiving the highly coveted Q Award grows. We 
salute the 116 high quality Underwriters who, aided by the many PLUS ad- 
vantages which Jefferson’s Mr. 4% enjoys, helped us achieve another record 
breaking year. Their accomplishment is an inspiration to our entire Field 
Organization. 





Mr. 4% says: 
Here are some PLUS FEATURES 


that give me a Sales Advantage 


Plus 


Plus 


Jefferson Standard, now guaran- Plus 


teeing 214% on policies currently 
issued, has never paid less than 
4% interest on policy proceeds 
left on deposit to provide income. 


Plus 


Plus 


OVER 1% BILLION DOLLARS 


**My Company has a very fine Educational and Training Program, beginning with 
fundamental training for the new and inexperienced underwriter . . . advancing 
to the more specialized field of selling . . . well integrated with constant personal 
assistance. It’s Tops!” 


“From the record . . . BEST’S INSURANCE NEWS, Life Edition in its analysis of 
ORDINARY LIFE, 20 PAYMENT LIFE and 20-year ENDOWMENT contracts is- 
sued in 1933, age 35, shows that Jefferson Standard policyholders pay less than those 
of other Companies on all three contracts in the highest cash value group.” 


“Selling is a pleasure with the fine Visual Sales Aids I receive which help me to get 
my interviews off to a good start. These complete ‘merchandisers’ add force to the 
presentation and the simplified individualized proposal forms are so easy to fill out. 


This is a great service.” 


‘My Company’s new PLANNED PROTECTION SERVICE MANUAL is terrific! In 
addition to providing the ultimate in progrzmn-:xg technique, the Manual has made 
it possible for my associates and me to incrcase our average size app to $11,066. It 


is perfect for program presentations.” 


‘My Company, for 18 years, has led all major life insurance companies in net rate 
of interest earned on invested assets—4.34% in 1953. This favorable earnings rate 
enables the Company to pay 4% interest on dividend accumulations and policy pro- 
ceeds left with the Company. As Mr. 4%, I can offer my clients this extra benefit.” 





Jefferson Standard 
LIFE INSURANCE COMPANY 


HOME OFFICE «© GREENSBORO, N. C. 
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The opera soprano, at the climax of 
her aria, tried for a high note 


and almost reached it. 


An aviator hopped off across the 


Pacific and almost made it. 


ors maatolaliaMomalsticlilo\lam ail lae [te 
to put his house in order, almost agreed. 
And, taken suddenly ill last week, 


he almost recovered. 


> 


Almost! What a word! 


Occidental policies are not de- 


signed to almost fit almost any 





need. We've made all our policies 


flexible —to meet each man’s 


needs exactly! 
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Stick to Chicago Choice 





WALU Convention 


[Long-Time Publicity Chief 
'Had Served Association 
For Quarter-Century 


'The news that National Assn. of 
fe Underwriters and its public re- 
tions director, Wilfrid E. Jones, 
id come to the parting of the ways 
came known early this week at the 
U convention in Boston, gener- 
@iing a reaction of stunned surprise 
mong those on hand. 
At a press conference Monday, 
esident Robert C. Gilmore, Jr., of 
MALU announced to insurance 
twspaper representatives that the 
ard of trustees had, “with the 
eatest possible regret,” terminated 
Mr. Jones’s services. He did not am- 
plify this statement but it is under- 
good that the action resulted from 
difference in viewpoint as to how 
he public relations activities of the 
sociation should be conducted. 


: No Comment 
? Mr. Jones said he had no com- 
Ment to make except that he would 
nake a definite announcement 
®hortly. He has under consideration 
ree positions that have been of- 
ed him. 


% years. Before becoming public 
‘Telations director he had been pub- 

ty director since joining NALU. 
Until a few years ago he was editor 
Of Life Association News. He was 
“also business manager of the News 
and continued in that position along 
with being public relations director. 
» He was a pilot in the Royal Air 
Force in the first world war and 
dater was secretary to Prime Minister 
Lloyd George. 


| Great Many Friends 
+ During his quarter-century with 
WALU, Mr. Jones traveled exten- 
ively both in selling advertising for 
the News and in making addresses 
Belore local and state life under- 
Miters associations. In this way he 
ote an unusually large number of 
tends among NALU members. 
Mr. Jones had been with NALU 
longer than any other staff member. 
His departure took on an added 
eeenancy because of the fact that 
dreds of his friends had planned 
{0 surprise him at Monday’s national 
council meeting with a gift and a 
somely bound volume of letters 
attesting their friendship and esteem. 
_— was called off, since 
wat. Jones was not available. 
ut Jones offered to continue han- 
dling NALU publicity through the 
Current convention but President 
Gilmore declined. James Partridge, 
tor of Life Association News, was 
eee temporarily in charge of press 
ions, 











ROBERT C. GILMORE, JR. 


Mutual Benefit Life, Bridgeport, Conn., President 
of National Assn. of Life Underwriters 





GILMORE CITES 3 THREATS 





Agency System May Well Be 
At lis Most Crucial Point 


“It is my conviction that we may 
well be at the most crucial point in 
the history of our agency system,” 
President Robert C. Gilmore, Jr., of 
National Assn. Life Underwriters, 
declared in his address at the open- 
ing general session of the NALU 
annual meeting at Boston. 

Mr. Gilmore listed three major 
reasons for this ominous statement: 
(1) governmental inroads, including 
establishment of National Service 
life insurance, the more recent con- 
gressional hearings on the A&H, up 
to and including the administra- 
tion’s proposed A&H reinsurance 
program all adding up to many 
evidences of a belief that individual 
planning could be replaced by social 


planning;” (2) company tendencies 
which either seek to by-pass the 
services of an agent or generally 
weaken the agency system, includ- 
ing tontine-type contracts and also 
spreading of mass coverages with 
term life insurance or designing con- 
tracts solely to try to get the least 
amount of premium per dollar of 
coverage; (3) “Our own efforts and 
often our lack of effort which have 
handicapped and hampered this 
agency system.” 

Expanding on the first threat, that 
of governmental inroads. Mr. Gil- 
more said he doubted if anyone in 
the room had ever witnessed a spec- 
tacle equal to that involved in the 

(CONTINUED ON PAGE 43) 


Reject Mail Vote for 
D.C., Council OK of 
N.Y. as ‘Home’ Areas 


No Contest on Officer 
Slate; Nominators List 
9 Trustee Candidates 


By ROBERT B. MITCHELL 


The local associations’ mail vote 
for NALU headquarters location was 
almost two to one for Washington, 
D. C.; Tuesday’s national council 
vote, by associations, at the NALU 
annual meeting in Boston gave New 
York City a substantial majority over 
Chicago, with Washington in third 
place; the vote of the board of trus- 
tees Tuesday, following the council 
recommendation, was to stick with 
the Chicago choice that it had made 
at the midyear meeting last March 
in New Orleans. 


Trustees Not Bound 

As the governing body, the board 
of trustees is not bound by a vote of 
the national council nor by a pref- 
erence poll of associations such as 
was conducted this past summer on 
the site question. 

The national council vote caused 
rejoicing among the pro-New York 
advocates, though they recognized 
that the vote was vulnerable to the 
charge that it did not truly represent 
NALU sentiment, since at a meeting 
in the east it was natural to expect 
a preponderance of eastern associa- 
tions to be represented. 

The choice of Chicago at New 
Orleans and its reaffirmation here at 
Boston goes only as far as selecting 
the Chicago area. Still open is the 
question of whether the site will be 
the one offered at a dollar a year 
rental near the University of Chi- 
cago campus or some other location 
in the city or its suburbs. 


No Further Effort 

It seemed reasonably likely that 
there will be no further effort to 
alter the board’s decision. The origi- 
nal choice, made at the Chicago mid- 
year meeting in April, 1953, was 
Washington. At the 1953 annual 
meeting in Cleveland the national 
council asked the trustees to recon- 
sider. The result was the picking of 
Chicago last March at New Orleans. 
So many members seem so tired of 
the whole matter that that in itself 
pretty well rules out any further at- 
tempts to change the board’s mind. 

The slate reported by the nomi- 
nating committee chairman, Oren 
Pritchard, Union Central, Indianap- 
olis, included the following: 

President, Robert L. Walker, Pen- 
insular Life, Orlando, Fla. 

Vice-president, Stanley C. Collins, 
Metropolitan Life, Buffalo. 

Secretary, A. Jack Nussbaum, Mas- 


sachusetts Mutual, Milwaukee. 
(CONTINUED ON PAGE 6) 
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35 Companies to Give Dinners 
or Receptions for Representatives 


Thirty-five companies will give dinners or receptions Thursday 


evening for their people who are at the NALU convention. Metro- 
politan Life, Peninsular Life, and Prudential are having receptions. 
The others listed are dinner gatherings. With each company’s listing 
are given the names of the heme office representatives who will be 


on hand. 


AETNA LIFE, Harvard Club. 
Robert B. Coolidge, vice-president; 
Nicholas M. DeNezzo, John K. Lu- 
ther, and Donald S. Connell, assist- 
ant superintendents of agencies. 


BERKSHIRE LIFE, Parker 
House, Room 160. W. Rankin 
Furey, president; H. S. Hart, agency 
vice-president. 


COLUMBIAN NATIONAL, 
Boston Club, Churchill room. Jul- 
ian D. Anthony, president; Charles 
C. Robinson, vice-president; Fred- 
erick M. Smail, assistant manager of 
agencies; John J. McDevitt, assistant 
manager of agencies. 


COMMONWEALTH LIFE, 
Parker House, Dickens room. 
Homer D. Parker, vice-president; 
William R. Davis, III, director of 
agencies. 


CONNECTICUT MUTUAL, 
Somerset hotel, Princess ballroom. 
George F. B. Smith, executive vice- 
president; Vincent B. Coffin, senior 
vice-president (toastmaster); E. A. 
Starr, superintendent of agencies; 
Horace R. Smith, superintendent of 
agencies; Ewart G, Walls, Jr., assist- 
ant superintendent of agencies; Paul 
A. Hoeffer, assistant counsel; Ralph 
J. Chittick, attorney. 


CONTINENTAL ASSURANCE, 
Statler hotel, Room 436. Harlow G. 


Brown, vice-president; Albert B. 
Morrison, eastern superintendent of 
agencies; Robert B. Hamor, mid- 
western superintendent of agencies; 
William Day, agency supervisor. 


EQUITABLE LIFE OF IOWA, 
Sheraton Plaza, State suite. Ray E. 
Fuller, agency vice-president; A. 
Scott Anderson, agency secretary. 


EQUITABLE SOCIETY, Shera- 
ton Plaza, ballroom foyer. Alvin B. 
Dalager, senior vice-president in 
charge of agency affairs; S. A. Bur- 
gess, vice-president, agency depart- 
ment; John H. Muller, vice-presi- 
dent, residential mortgage depart- 
ment; Clarence B. Metzger, 2nd vice- 
president, training; Charles R. Cor- 
coran, 2nd vice-president, sales pro- 
motion; Robert C. Yohe, manager, 
training; Miss M. H. Forson, staff, 
training. Gordon K. Smith, secretary 
of the company and executive secre- 
tary of Equitable’s CLU association, 
and Mariette C. McAneny, corre- 
sponding secretary of the association, 
will also be on hand in connection 
with the meeting of the CLU asso- 
ciation. 


FIDELITY MUTUAL LIFE, 
Parker House, Rooms 162, 164, 166. 
Lawrence J. Doolin, manager of 
agencies; Glenn A. Stearns, associate 
manager of agencies. 
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Shown at the National Underwriter exhibit booth on the mezzanine 
floor of the Statler hotel are, left, Bernard Gold, resident manager 
at Pittsburgh, and Roy H. Lang, resident manager for New England. 


FRANKLIN LIFE, Bradford 
hotel, Conference room. Charles 
Becker, Jr., vice-president; Albert 
Mehrbach, Jr., vice-president. 


GREAT-WEST LIFE, Sheraton 
Plaza, Room 131. D. E. Kilgour, 
assistant general manager and direc- 
tor of agencies; J. B. Nettelfield, su- 
perintendent of agencies. 


GUARDIAN LIFE, Sheraton 
Plaza, Back Bay room. Frank F. 
Weidenborner, agency vice- 
president; Edwin J. Phelps, agency 
director. 

HOME LIFE OF NEW YORK, 
Statler hotel, Parlors D and E. John 
H. Evans, vice-president and man- 
ager of agencies; John F. Walsh, 
vice-president; Francis H. Low, as- 
sistant to the president; William W. 
Stewart, Jr., assistant manager of 
agencies. 


JEFFERSON STANDARD LIFE, 
Sheraton Plaza, Room 133. Karl 
Ljung, vice-president. 


JOHN HANCOCK, John Han- 
cock Hall, Dorothy Quincy suite. 
President Paul F. Clark and nearly 
all of the senior officers will act as 
hosts. 


LINCOLN NATIONAL LIFE, 
Vendome hotel, Empire ballroom. 
C. F. Cross, vice-president; W. C. 
Brudi, manager of agencies, and 
Harry J. Shaffer, 2nd vice-president. 


MASSACHUSETTS MUTUAL, 
Statler hotel, Bay State room. 
Charles H. Schaaff, vice-president; 
Chester O. Fischer, vice-president; 
Wrayburn M. Benton, 2nd _vice- 
president; Robert J. Ardison, direc- 
tor of field services; Frank L. 
Meeske, superintendent of agencies. 


METROPOLITAN LIFE (re- 
ception), Sheraton Plaza, Hub room. 
C. J. North, vice-president; H. E. 
North, vice-president; A. R. May- 
nard, 2nd _ vice-president; W. W. 
Hartshorn, superintendent of agen- 
cies; C. E. Reynolds, superintendent 
of agencies; K. H. Kreder, 3rd vice- 
president; E. R. Trangmar, 3rd vice- 
president. 


MINNESOTA MUTUAL LIFE, 
Somerset hotel, Colony room. Carl 
H. Cummings, superintendent of 
agencies. 


MUTUAL BENEFIT LIFE, 
Statler hotel, Parlors A and B. H. 
Bruce Palmer, president; Richard 
E. Pille, vice-president in charge of 
agencies; Charles G. Heitzeberg, 2nd 
vice-president and director of agen- 
cies; Donald E. Lynch, director of 
public relations; Mildred F. Stone, 
staff assistant to the president. 


MUTUAL OF NEW YORK, 
Parker House, Hawthorne room. 
Roger Hull, executive vice- 
president; Stanton G. Hale, vice- 
president for sales; Frank B. Jack- 
son, regional vice-president; Leland 
T. Waggoner, assistant manager of 
sales; Ward Phelps, director of field 
relations. 


NATIONAL OF VERMONT, 
Somerset hotel, ‘Town and Country 
(CONTINUED ON PAGE 46) 


GAMC Helm Goes 
to M. L. Camps, 
G. A. for Hancock 


He Succeeds R. H. Wertz, 
Lincoln National; Benson, 
Buckley, Purser Named 


M. L. Camps, general agent of 
John Hancock in New York City, 
was elected chairman of the General 
Agents & Managers Conference of 





M. L. Camps Ray H. Wertz 


National Assn. of Life Underwriters | 
Tuesday at Boston during the an. 
nual convention of the National as- 
sociation. He succeeds Ray H. Wertz, 
Lincoln National, Detroit. 

Elected to serve with Mr. Camps 
are Judd C, Benson, Union Central, 
Cincinnati, and L. Mortimer Buck 
ley, New England Mutual Life, Dal- 
las, both vice-chairmen; Carr R. 
Purser, Penn Mutual Life, New York 
City, secretary; and the following 
new members of the board of direc. 
tors: William <A. Fraser, Bankers 
Life of Des Moines at Lincoln, Neb.; 
Martin M. Guon, Metropolitan Life, 
Chicago; Edward L. Reiley, Mutual 
Benefit Life, Philadelphia; Fred H. 
White, Massachusetts Mutual, Buf 
falo; Leonard T. Smith, Prudential, 
Providence, R. I.; and Carl A. Ernst, 
North American Life & Casualty, St. 
Paul. 


In Business 29 Years 

Mr. Camps entered the life insur- 
ance business 29 years ago this week 
at Utica, N. Y., as an agent of Penn 
Mutual Life. Two years later he was 
made supervisor, serving until 1929, 
when he opened an agency for Penn 
Mutual at Providence, R. I. In 1932 
Penn Mutual appointed him general 
agent at Atlanta, Ga., and later at 
Boston. 

Mr. Camps joined John Han- 
cock in 1938, opening a new agency 
in New York City, which he rapidly 
developed into one of the company’s 
leading offices. 

A graduate of Colgate University, 
Mr. Camps was formerly a Colgate 
trustee. He is completing his second 
year as president of the Westchester 
Country Club at Rye, N. Y. 

Mr. Camps wielded the gavel al 
the annual program session Tuesday 
afternoon. Mr. Wertz presided at 
the business session. 

L. W. Chapman, director of com- 
pany relations of LIAMA presented 
the awards for the best article m 
Manager’s Magazine and District 
Management published by LIAMA. 
It was Mr. Chapman who inaugu- 
rated this annual award 14 yeals 

(CONTINUED ON PAGE 47) 
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eae McConnell Trustees Stick to Chicago Choice 


(CONTINUED FROM PAGE 3) 


Is Elected Chairman 
of W.0.M.D.R.T. 


Succeeds Matilda Wells; 
B. B. Macfarlane 
Named Vice-Chairman 


Mrs. Florence McConnell, John 
Hancock, Galesburg, LIl., was elected 
chairman of the Women’s Quarter- 
Million-Dollar Round Table Mon- 
day during the NALU meeting in 
Boston. She succeeds Mrs. Matilda 
Wells, Prudential, Detroit, who con- 
tinues as an ex-officio member of the 
board. 

Others elected are B. B. Macfar- 
lane, Pan-American Life, New Or- 
leans, vice-chairman; and two board 
members, Mrs. Dorothy Boond How- 
ell, New York Life, New York City; 
and Helen L. Rupp, Prudential, 
Minneapolis. 





Treasurer, James Elton Bragg, 
Guardian Life, New York City. 

Trustees, Albert C. Adams, John 
Hancock, Philadelphia; Winslow S. 
Cobb, Connecticut Mutual, Boston; 
Z. Willard Finberg, Great-West Life, 
St. Paul; William S. Hendley, Jr., 
Mutual of New York, Columbia, 
S. C.; Walter Hoefflin, Pacific Mu- 
tual, Seattle; Harry M. Phillips, Sun 
Life of Canada, Detroit; O. P. Schna- 
bel, Jefferson Standard, San Antonio; 
Sam B. Starrett, Jr., Guarantee Mu- 
tual, Omaha; and Jack White, Pru- 
dential, Los Angeles. 


The opportunity was offered to 
make nominations from the floor 
but there were none. The election 
will take place Thursday. 

Monday’s meeting of the national 
council was a long and busy one, 
beginning promptly at 1:30 p.m. and 
extending through until after 5 p.m. 


with only one short period of recess. 
The atmosphere of the entire meet- 
ing was businesslike and earnest. 
There were several short prelimi- 
naries before the principal business 
of the meeting began to be trans- 
acted. 

There were various evidences of in- 
terest when Mr. Gilmore announced 
that the report on the committee 
and location of NALU headquarters 
was to be heard. To many in the 
audience this was the big feature of 
this year’s convention. Charles E. 
Cleeton, Occidental of California, 
Los Angeles, past NALU president 
and chairman of the committe on 
location, began the reading of his 
report after it had been agreed that 
the debate in favor of any one lo- 
cation be limited to 15 minutes. 

Summing up briefly, Mr. Cleeton 
said that the cities selected by his 
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The CLASS of '54 





P, W. E. W. J. J. R. E. J. B. D. M. R. W. G. |. 
Bodenstab Bolliger Chapman _—_ Christensen Eilmes Huette Jackson Jenkins 
North Platte Portland Philadelphia Kearney Spokane Peoria Wichita Sioux City 















R. L. A. L. FW. H.C. J. F. Jeb. D. 
Klepper Laundon MacDowell Rei Rich Schierberl Silvidi Stin 
Los Angeles Wichita Philadelphia Portland Oakland Indiana Pittsburgh Grand Island 


Our sincere congratulations to these sixteen members of Bankers Life 
of Nebraska’s sales organization, who this year for the first time, qualified 
for the NATIONAL QUALITY AWARD. 

These freshmen now join our rapidly growing group of two to ten year 
upperclassmen—former NQA qualifiers—who set the pace for successful 
life underwriting through the production of high quality business. We are 
proud of every one of them. 

From all of us at Bankers Life of Nebraska, to all of you in attendance 
at this 1954 annual meeting of the 
National Association of Life Under- 


writers, best wishes for a happy, 


profitable meeting. 


\ 
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Bankers Life 
‘2322245 Of Nebraska 


HOME OFFICE e LINCOLN 





committee without recommending 
any one in particular were Washing. 
ton, D. C., New York City, and 
Chicago. He sketched briefly the op. 
erations of the committee which re. 
sulted in the purchase of property 
in Washington, D. C., and reminded 
that at last year’s Cleveland meetin 

a motion for reconsideration was 
passed and the association withdrew 
from the purchase agreement entered 
into for the Washington property, 


Action Postponed 

At the mid-year meeting in New 
Orleans in January, the three cities 
were again recommended as the ones 
best suited to the purposes and o 
erations of the NALU headquarters, 
After two more committee meetings 
it was finally decided to Postpone 
any implementing action until the 
council meeting in Boston. There 
followed a vote by the member asso- 
ciations as to their location prefer. 
ence. The votes of the individual 
associations which have been tabu- 
lated, with a breakdown by states 
and cities. The analysis of these 
votes was not left to the committee 
members alone, but was referred to 
the University of Southern Califor- 
Nnia’s statistical consultant. 

There were 373 associations vot- 
ing. This is better than a 65% re- 
sponse by associations. Of these 
associations, 183 chose Washington, 
D. C., as their first choice; 123 chose 
Chicago and 67 selected New York. 


It is thus clearly indicated, Mr. Clee- | 


ton said, that Washington, D. C. is 
very close to a two-to-one favorite 
among associations as a headquarters 
location. 

Dr. Arthur Hyman, the statistical 
consultant of the University of 
Southern California, indicated that 
by members represented in the asso- 
ciations voting, Washington was the 


first choice with 14,065 votes. Those | 


voting for New York City as a first 
choice represented a total member- 
ship of 12,601 and those voting for 
Chicago represented 11,971 members. 
Mr. Hyman’s statistical report also 
showed that if Washington had been 
eliminated as the first choice, New 
York would have come out ahead 
of Chicago in the voting and that 
if New York had been eliminated 


' Washington would also have ranked 


above Chicago. If Chicago had been 
eliminated Washington would have 
been the winner ~ ol New York. 
The associations voting represented 
38,687 members, 


Voting Reflects Harmony | 
Thus the voting, Mr. Cleeton said, 
reflects a harmony with the feeling 
and the preferences of the member- 
ship of the country as a whole. He 
said there has probably never been 
any issue before the NALU that has 
had wider publicity in the press. 
Mr. Cleeton said that there was an 
imperative desire to have the ques 
tion of the national heals 
location settled definitely an 
at this meeting. 
Forcefully and urgently, Mr. 
ton offered a resolution that ti 
council should not feel itself boumt® 
to adhere to its decision to have & 
headquarters in Chicago as vOl® 
(CONTINUED ON PAGE 47) 
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Carrol Shanks Urges Giving Free 
Rein to Research andCreativeness 


By CARROL M. SHANKS 


In place of making a formal speech 
tonight, I thought I’d like to talk 
with you informally for a few min- 
utes. While thinking over what I 
might say, it seemed to me that a 
few comments on one or two of the 
problems facing our industry, and 


in fact all American business, would 
be of interest. 

I’m a firm believer in the import- 
ance of the salesman in our system 
—and especially the life insurance 
salesman. When we try to look 
ahead to the future, this seems all 
the more significant. 





OUR BIG STEPS 


INCREASED AND 


Use of rate book 
eliminated. Each 
folder contains rates, 
dividends, cash val- 
ues, etc. A Tremend- 
ous Aid to Your 
Everyday Selling. 


Guaranteed 
Estate 
Complete informa- 
tion and proposal for 
five for one Jumpin’ 

Juvenile. 


Savings Presentation 


All sales needs included for 
Life Paid-up at Age 65 and 
Endowment at Age 65. 


Security Presentation 


‘All details are included for Endowment 
at Age 85 and Preferred Risk Ordinary 


Life. 


Investment Presentation 
Includes necessary information for presenting 
Retirement Income at Age 65. 


EASIER SALES 









"Providing sound coverage at reasonab 


“1 





of course. 


Name 


cost through competent representatives 2 





DO HRCiS NATIONAL LIFE 


Insurance Company 


3 Yi, whe litt} 


Simple and complete. See for yourself. We'll be glad te 
send you the complete series. Just fill in the coupon, 


General Agency Inquiries Invited 
Please send me your four sales aids. No obligation 





Address 








City 


State. 











Whatever your line of reasoning 
about what’s ahead for you and me, 
1 think one conclusion can’t be 
avoided. 

America, and the kind of civiliza- 
tion we represent must continue to 
advance. If we don’t, then our kind 
of culture will most surely follow 
the course of all the great civiliza- 
tions of the past. We could be 
pushed into a new dark age. This 
could well be an age of darkness 
so dismal and so stifling that recovery 
would be impossible for centuries. 

The thing that could bring this 
about would be our own failure to 
beat back the forces of totalitarian- 
ism. Discounting the possibility of 
an all-out war with Russia—which I 
don’t think we’ll have—we could still 
lose the contest. We could lose 


pages have turned into realities 50 
fast that we are surprised at nothing 

I have heard, and you have tog, 
of electronic stoves that will roast a 
turkey in a few seconds. Already jn 
operation are heat pumps to heat 
our houses in winter and cool them 
in summer just by exchanging heat 
with the outside air or the earth, 
The 200-plus horsepower car is here 
and the gasoline to make it go 35 
miles on a gallon is just around the 
corner. The cost, however, is another 
matter. 

Thinking up new ideas has 
brought us the greatest array of com. 
forts and labor-saving devices man 
has ever known. By increasing the 
productivity of the worker research 
has added whole days each week to 
his leisure. He is moving out of the 
city into a new way of life called 
“suburbia.” He eats more and better 
food. His children grow taller than 
he, will live longer, be better edu- 
cated, and will have the opportunity 
to lead more useful lives. 





Maintaining and improving our way of life will assure advance. | 
ment of our kind of civilization, and the way to do this is to give | 
eye free rein to the discoveries and inventions of free 


a 





Carrol M. Shanks 


minds, Carrol M. 
said in his address at the annual dinner of Women’s 
Quarter Million Dollar Round Table Tuesday eve. 
ning. This, he said, means thinking up new ideas 
and thinking up new ideas is old stuff to salesmen. 
It has brought this country to point where it is 
possible today to see the average family 80 years 
from now enjoying an annual income of $25,000. 
Mr. Shanks also discussed research, which, he said, 
is an ally in the battle for advancement. In this 
connection he saw improvement in the future in 
the areas of power and food. 


Shanks, president of Prudential, 





through failure to maintain and im- 
prove our way of life, and by failing 
to make it attractive to the rest of 
the world. 

Our most powerful advantage—far 
more potent than any kind of bomb 
—is a constantly improving material 
and social standard of living. If we 
can continue, as we have, to make 
life better for the individual man, 
and if we can spread the benefits of 
this better life among all the world’s 
people, we can win the contest. 

1 think we can do this. One of 
the ways I think we can do it is 
through research operating under 
our competitive system. We have all 
laughed at the Russians because of 
the large number of great scientific 
discoveries they have announced in 
the last couple of years, all of them 
allegedly produced by Russian in- 
ventors. 

But this underscores my point. 
The discoveries and inventions of 
free minds, spurred by free compe- 
tition, flowering in a free economic 
system are so important to the Rus- 
sians, and to all the world, that they 
have tried to claim the credit, even 
when it is ridiculous to do so. On 
some things however, such as the 
hydrogen bomb, they are making 
real headway. 

Thinking up new ideas is old 
stuff to salesmen. Even the general 
public is used to it. Dick Tracy’s 
wrist radio and Buck Rogers’ super- 
sonic aircraft and many other seem- 
ingly fantastic ideas of the comic 


According to figures developed by 
the National Bureau of Economic 
Research, the average American 
family has enjoyed a four-fold in- 
crease in real purchasing power 
during the last 80 years. Taking this 
past record as a guide, the indica 
tion is that the average family in- 
come, which is now about $6,000, 
will be $25,000 in another 80 years. 
This may sound unbelievable, but it 
is attainable if our citizens continue 
to cooperate with one another and 
if we enjoy a long period of eco- 
nomic good health. 

Looking to the long-range future, 
I see two great areas where research 


can help us win the battle to keep , 


our civilization advancing. 

The first of these is in the field of 
power. 

Vast new sources of power are 
even now coming in sight through 
research. Already our scientists, 
through the solar battery, made of 
ordinary sand, that is, silicon, have 
harnessed the sun’s energy. One 0 
these batteries a yard square delivers 
50 watts of power, enough to run an 
electric kitchen mixer. Sixty acres 
of solar batteries, less than one-tenth 
of a square mile, would furnish 
energy to run a sizable factory, 
about 20,000 horsepower. 

These batteries don’t wear out and 
don’t deteriorate with use. 

Of course you have heard of 
atomic power, and probably have 
read of the experimental installe 


tions in Pittsburgh and _ elsewhere 
(CONTINUED ON PAGE 12) 
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Unless your clients are fully covered with a Combined 
Income Protection, Accident, or Health policy, they may 
well blame you for offering an incomplete program. The 
agent who offers only a partial program to his clients is 
tewarded with only a partial income, too. 


3316 N. Sheridan Road 2817 Maple Avenue 
Chicago 40, Illinois Dallas, Texas 





But Sir ... You're only Partially Covered! 


All our portly friend needs to protect his social stand- 
ing is just a few yards of cloth, tactfully tailored. Partial 
Coverage here can be quite disastrous. Partial Coverage 
cn be equally disastrous for the unhappy client who 
finds himself faced with a long series of hospital bills or 
the loss of many paychecks caused by a disabling illness. 


If you are not yet enjoying the many benefits of offer- 
ing the flexible Combined Plan to your clients, it will pay 
you to write today to Jack Olson, Disability Department, 
Combined Insurance Company of America, for further 
information about the wonderful program available to 
you. New opportunities are available for aggressive, 
qualified life and casualty agents. 


Remember . . . Partial Coverage is not good enough 
for your clients... and a partially equipped agent is only 
a partially paid agent. 


Combined Group of Companies 


W. Clement Stone, President 


Combined Insurance Co. of America Combined American Insurance Co. Hearthstone Insurance Co. of Mass. First National Casualty Co. 


395 Commonwealth Avenue Fond du Lac 
Boston, Massachusetts Wisconsin 
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Hadley Spells Out to GAMC Session 
What It Takes to Activate Average Agent 


By BEN F. HADLEY 

What can you and I do to activate 
the average agent to the point where 
he can succeed and stay in this busi- 
ness? The answer, I believe, is clear 
and simple, in spite of the fact that 
as an industry we have never actu- 
ally faced up to it fully and have 
never paid the price in courage and 
time and effort to do it. I sincerely 
believe that all we need to do to 
activate the average agent to the 
point of success in this business is 
for each one of us, in our own way, 
to do these three things: 

|. Decide definitely and positively 
just what jobs we want our average 
agent to do. 

2. Figure out clearly and precisely 
just how we want our average agent 
to do each of those jobs. 


3. Devise and make available to 
our average agent a simple, effective, 
easy to use tool for doing each of 
these jobs. 

Here’s a symbol of what we can 
and must do. What is it? It’s a 
brace and bit. You all know how it 
works. It’s a tool. And here is a 
physics textbook. Every principle 
embodied in this brace and bit is 
described fully in this textbook. 
Now suppose you needed in your 
work a lot of little round holes like 
these and suppose you had hired a 
man to make those little round 
holes. How would you go about 
teaching him to make them? 

One way is to say, “Now see this 
little round hole here. I want a lot 
of holes just like that. And here’s 
a book which tells you everything 








Woodmen Accident 


Builds For The Future 


) Sea growth of Woodmen Accident and As- 
sociated Companies is reflected in the construction of a 
new home office building that will be completed in mid- 
summer, 1955. While designed to be an efficient work- 
shop, the new building will symbolize the strength and 
security that the Woodmen Companies mean to thousands 


of insureds. 
A pioneer in personal 


insurance since 1890, the 


Woodmen Companies are proud to be a part of the great 
institution of life, health and accident insurance. No other 
field of endeavor has contributed so much to the stability, 
security and peace of mind of the American people. 

E. J. Faulkner, resident 

R. L. Spangler, Exec. Vice President & Sec’y. 


ALL FORMS OF LEGAL RESERVE LIFE, 
HEALTH, ACCIDENT AND HOSPITAL INSURANCE 


WOODMEN 


ACCIDENT & LIFE CO. 
CENTRAL ASSURANCE CO. 
CENTRAL LIFE INSURANCE CO. 


Old line legal reserve companies — Established 1890 
LINCOLN, NEBRASKA 





’ 


to lean on that thing.” So he lean, 
on it, but he turns it too slowly, ang 
you say, “turn that thing faster” 
So he turns it faster and in yen 
short order he’s turning out little 
round holes at a great rate. He js 
satisfying your needs; he is earning 
a living for himself; and he’s a sy¢. 
cess in the work he signed up to do, 

Now that is a very simple illustra. 


you need to know to: make them.’ 
And then you start your new man 
studying this book. Now assuming 
that he is an average man, and as- 
suming that he has never, in all his 
life, seen a brace and bit—how long 
do you think it would take him to 
devise a tool which would enable 
him to make enough little round 
holes to satisfy your needs and to 


This is an abridged version of the talk Ben F. Ha 
vice-president and superintendent of agencies of Columbus Mutual 
Life, gave before the Tuesday afternoon session of 
General Agents & Managers Conference. The com. 
plete address will be printed in the brochure to be 
published by the conference. Mr. Hadley, early in 
his talk, listed various methods which have had 
slight if any effect in activating the average agen, 
This man, Mr. Hadley said, will be activated only ij 
his duties are properly delineated, the method oj 








easy to use. He cautioned his listeners against feel. 

" ing that they are demeaning themselves and their 
Ben F. Hadley «agents, since the 50% of present agents who fail in 
five years’ time and the 80% of new recruits who fail in three or 
four years testify to the inadequacy of management in some areas. 
Humbling though this job is, Mr. Hadley said, it must be done, and 
be done by management, since management is not privileged to 
pass on to new agents the problems which it has been unwilling or 
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carrying them out are clearly explained and the tools | 
with which he does his work are simple, effective and | 


unable to solve itself. 





make a living for himself? Now, 
bear in mind, if he does not make 
a living soon enough, he is going 
to quit. Then you will have to re- 
cruit another new man and start all 
over again to teach him how to 
make little round holes. 

Or you can do it like this: You 
can say to your new man, “Look, 
here’s this gadget. All you have to 
do is to put the point right down 
here and then turn it just like this, 
and, see, there’s a little round hole. 
That’s all there is to it—now you 
do it.” So he puts the point of the 
gadget down and starts to turn it, 
but he doesn’t lean hard enough on 
it—and you say, “Look, you’ve got 


tion of what I think is the only way | 
we can ever activate the average | 


agent to the point where he can sell 
enough life insurance to stay in the 
business and become a success in- 
stead of a failure. I think that each 
one of us, in our own way, must 
build a tool for every job we want 
our average agents to do. 

This is football season—and a lot 
of coaches are teaching a lot of boys 
how to block and tackle and run 
plays. Different coaches have differ: 
ent systems, but one thing you can 
put down for sure. Every coach 
knows precisely what he wants his 
players to do, and he knows exactly 


(CONTINUED ON PAGE 34) 
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fullest support to this big 1954 


insurance sales and service. 





Boston Mutual and its many N.A.L.U. members are giving 


We congratulate the Association for the valuable contribu- 
tions it has made over the years to the advancement of life 


HOME OFFICE: 378 STUART ST. 
2 BLOCKS FROM THE STATLER 


WELCOME 
TO 
BOSTON 


Convention in our home city. 
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By HUGH S. BELL 


The behavior of the human mind 
has been studied by philosophers and 

ychologists since the beginning of 
time. It is a complex subject and 
thousands of books and millions of 
yords have been written on it. 

As managers, we are interested in 
two minds—our own and that of the 
man we are trying to stimulate. To 
motivate a man requires that he be 
timulated so that he will want to 
act. This desire must come from 
within his own mind and heart. To 
timulate a salesman, a manager 
' must himself be stimulating! To 
warm a man up, his manager must 
be red-hot! 

A new man who has just com- 
pleted his first year is often at the 
most critical point in his career. The 
novelty has worn off; his easy busi- 








Emphasis by the manager on 
the salesman’s work plan, annie 
skill and prospecting will spell 
success for both, Hugh S. Bell, 
general agent for Equitable of 
lowa at Seattle, said in his talk at 
the General Agents & Managers 
Conference panel Tuesday eve- 
ning. Motivation and stimulation 
are what he stresses and if 
they pay off his trainee benefits 
through increased ability as a 
salesman and he benefits through 
the satisfaction of knowing a job 
is well done. 





ness has been written; his financial 
situation is frequently bad. So this 
is the time for the manager to keep 
his recruit encouraged and stimu- 
lated. To do this is no small task. 

There are three areas in the sales- 
man’s thinking that must be in top 
working if he is to succeed. These 
are (1) his work plan; (2) his sell- 
ing skill, (3) his prospecting. 

Neglecting any one of these phases 
of his operation will defeat him. 
| They are the legs of his three-legged 
| stool of success. If one leg is weak 
or broken, his stool will fall! 

Without going into the endless 
Ydetails of a discussion of human 
behavior, it is certainly true that 
two of the greatest forces that impel 
man to action are—(1) desire for 
approval, or fear of disapproval; 
(2) desire for mastery, or fear of 
defeat. 

Just as a starter is necessary to 
‘tart a powerful motor, so is stimu- 
lation necessary to motivate these 
two great motors in a man’s mind. 

There are three general methods 
that a manager may use to reach 
the mind of his salesman: (1) 











Through conversation and letters; 
(2) through bulletins and agency 


Two from Manhattan H.O. 
Thomas E. Lovejoy, Jr., president, 

and Frederick W. Lohm, superin- 

tendent of agencies eastern division, 


are at the convention from Manhat- 
tan Life. 











To Stimulate Trainee, Manager Himself 
Must Be Stimulating, Hugh $. Bell Says 


memos; (3) through campaigns 
and contests. 

For example, if a salesman has 
grown careless in his prospecting, the 
manager may point out to him how 
important it is that he get new names 


every day. In his bulletins he can 


stress daily prospecting. He can 
devise a campaign or individual con- 
test with better prospecting as its 
theme. In like manner, his work 
habits, and selling techniques may 
be stimulated. 


The manager must study his new 
man and decide whose approval he 
craves, and whose disapproval he 
dreads. He can remind him of the 
great satisfaction in having people’s 
good opinion. He can suggest the 


misery of knowing that his friends 
and relatives scorn him as a failure. 
He can appeal to his salesman’s 
desire to win and encourage him to 
strive to be a winner. He can picture 
to him the disgrace of being a tail- 
ender. He must convince him that 
by doing the little minute-to-minute 
and hour-to-hour tasks he will surely 
come out on top! 


Failure to perform the seemingly 
(CONTINUED ON PAGE 35) 
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Liberal Underwriting — 
you may be surprised at our favorable consideration of such histories 
as — skull fracture, malaria, diabetes, gout, prostatectomy, hyster- 
ectomy, ruptured intervertebral disc, etc. 

Complete Juvenile Underwriting — 
including payor benefit. Progressive Protection policy, written 0-15, 
automatically expands fivefold at age 21 without increase in premium. 

Business Insurance — 
with flexible settlement options enables you to carry out programming 
to meet individual needs in connection with Stock Purchase, Stock 
Retirement and Partnership Purchase Plans. 

Flexible Settlement Options — 
provide almost unlimited methods for distribution of proceeds including 
privilege of taking part in cash and part under options or of leaving 
at interest temporarily and changing to another option later. 

Disability Income Provision — 
provides $10 per month per $1,000 with coverage to age 60, issued 
to males 21-55. 

Premium Payments Can Be Changed at Any 
premium due date, not necessarily the policy anniversary, giving 
flexibility of payment dates in arranging programs. 

Both Renewable and Convertible Term — 
also popular policies combining Ordinary Life and Term. Riders 
designed to cover the outstanding balance of a mortgage or to pro- 
vide family protection may be attached to basic policies. 

Special Class Underwriting 
offered in wide range with issues in substantial amounts up to 500% 
of expected mortality in many cases. 

Group Coverages — 
complete across-the-board underwriting. Our convenient nation-wide 
Group district offices expedite service. 

Premiums Accepted 
up to 20 years in advance at 22% discount. Maximum amount con- 
sidered on individual basis. 

55% Graded Commission Schedule. 

Pension Trust Service — 
complete comprehensive coverage without farming out portions of 
your case. 

Liberal Dividend Schedule — 
results in low net cost. 
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From full-time representatives of 
other life companies we invite 


only sur plus and special business. 


LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
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Shanks Urges 
Giving Free Rein 
to Inventiveness 


(CONTINUED FROM PAGE 8) 


Before long, many a Pittsburgh 
housewife will be “perking” the 
breakfast coffee with atoms. Atomic 


energy commission scientists are now 
predicting freely that the cost of 
such atomic power can be brought 
down within 20 years to the level of 
present steam-generated power costs. 
I think they will beat that prediction 
and am confidently expecting to see 
the cost go far lower. 

The great significance of all this 
is that these power sources are porta- 
ble, with no problem as to transport 

(CONTINUED ON PAGE 40) 
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Management No Brief 


Proposition: Schwemm 


By EARL M. SCHWEMM 
As the salesman too often does not 
“want to enough,” so, too, the man- 
ager often does not “want to 
enough.” To help lick the problem 
we are discussing today, we must 
want to help our salesmen enough 
in order to aid them in increasing 
their production from year to year. 
The first point, therefore, that I 
wish to establish, is that the problem 
is a team function, i.e., manager and 
salesman—salesman and manager,— 

and it is mot a one-sided matter. 
Right at the start we outline to a 
new man what he can expect man- 
agement to do, not only for the first 
three months, or the first six months 





Activity is uppermost in his or- 
ganization, Earl M. Schwemm, 
manager of Great-W est Life at Chi- 
cago, told the General Agents & 
Managers Conference in his panel 
talk. Helping the salesman in- 
crease his production from year to 
year means just that, he said. 
Management must be in back 
of the agent not only during 
the period of his formal training 
but afterwards, too. One of the 
main encouragements to better 
production in his agency’s sales- 
men’s clinics. 





—or the first year, but for the next 
several years. We also tell him what 
we expect of him over a similar 
period. 

Two-Way Proposition 

Right from the start then it is a 
two-way proposition. We do this— 
you do this—we do this—you do this. 
Besides developing “patterns of 
activities,” this systen: points out im- 
mediately to the new man that we 
are not thinking in terms of just one 
year. We both realize that becoming 
a successful underwriter, as a rule, 
is not a “short haul” proposition. 

We have a definite selling philoso- 
phy in our agency and we teach this 
philosophy right at the start because 
we feel that the development of a 
proper selling philosophy gives the 
individual something to tie to, year 
in and year out. I have mentioned 
our selling philosophy because the 
idea of the long haul is one part of 
this philosophy. As time goes on, 
the underwriter is constantly capital- 
izing on his past efforts and, thus, 
the profit pay-off is, in part, in stick- 
ing with the job. It is like a long- 
term capital gain in a growth com- 
pany. 

Another phase of our selling phil- 
osophy includes the importance of a 
“quantity operation.” Only through 
a quantity operation in every phase 
of our business, can a “quality oper- 
ation” result. As a quality operation 
develops, real growth sets in. We 














Dean Represents L. & C. 


W. L. Dean, manager of the home 
office district, is on hand for Life 
& Casualty of Tennessee. 


plan with our men for growth, and 
most important, they expect to grow. 

We are constantly directing our 
men’s selling activities towards the 
most favorable markets of a given 
time. We want our men to work 
with the “money winds.” 

The point is that a good insurance 
man keeps his selling activities to 
the economic and social conditions 
of the times. There is nothing static 
in this and this necessary adjustment 
greatly aids a salesman’s production 
from year to year. 

There is a lot in our selling phil- 
osophy that helps a man grow in his 
second and third year, etc. I feel 
that one of the reasons for the 
decline in sales after the first year is 
because many of us don’t actually 
have plans or procedures beyond the 
first year. 

Tend to Cut Calls 

There seems to be a tendency 
among life insurance salesmen that 
as they improve their selling tech- 
niques and increase their academic 
knowledge, there develops a decrease 
in their prospecting, contacting, call- | 
ing and selling activities. 

True progress results by maintain- 
ing sales activities and increasing | 
one’s average-sized case. Conse- 
quently, in our agency we are con- 
stantly stressing the importance of 
activity. Our phrase in this regard 
is, “consistent, intelligent, planned 
activity.” We give more publicity | 





oni 


4 


i 


in our bulletins to consistent placed | 
business than to spotty large placed 
business results. We recognize regu- | 
lar honor roll production more than 
the occasional big month. Prize 
awards are loaded in favor of con- © 
sistent regular production and to | 
achieve this type of production, con- 
sistent activity is the essential factor. 
Our leaders in applications receive 
as much recognition and congratu- 
lations as do our leaders in placed | 
and written business. | 
Regular Work Flow 

Our men receive constant encout- 
agement as to the matter of self- | 
discipline and the importance of y 
planned activities. We want them 
to have (as automatically as pos 
sible) a regular flow of work develop- 
ing naturally, day after day. There 
is a great reward for the under- 
writer who develops a standardized 
process for each of his required 
activities. 

We feel that our salesmen’s clinics, 
more than any one thing, have 
helped our men to maintain and im- 
prove their production. The clinic 
consists of men whose potentials are 
greater than their present produc: 
tion. It is held every Thursday 
morning at 9 o'clock in a private 
room for an hour and a half. Coffee 
and rolls are served. 

The men have accepted the idea 
that their ultimate success is in theit 
own hands and cttainable through 


their own effurts. It is their clinic 
(CONTINUED ON PAGE 39) 
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Convincing Neophyte 


By HARRY LEE HAMILTON 


Breathes there the agent with soul 
so dead who never to his general 
agent hath said: “Lafooey-ette, I am 
here.” — “After one year in the busi- 
ness, I’ve arrived. How do I know? 
| Flattered and slaped on the back by 

you and the home office because I’ve 

done the unusual—$300,000 of good 
clean business. Where are the other 
fellows who started with me? I will 

| do at least $600,000 in my second 
ear—if I can have a private office 
and a secretary. I won’t need much 
further help from you and the home 
office.” 

Hallelujah, I cried the first time 
[heard that plaintive melody. Yes— 
even the second time I pranced with 
glee. Here was a shortcut to wealth 
-sugar plums danced in the air. 
Why had no one ever told me gen- 








Convincing the apparently suc- 
cessful neophyte that he still needs 
| help is a difficult job. Harry Lee 
Hamilton, manager at Louisville 
for Home Life of New York, told 
the General Agents & Managers 
| Conference panel Tuesday night. 
| Difficult, also, he said, is the self- 
convincing the manager himself 
must do to assure himself his job 
is not over when he hears the 
relatively new agent express his 
high hopes for the future. Mr. 
Hamilton outlined several meth- 
ods he uses to correctly channel 
_ the new man’s ambition. 


; 
j 





| eral agency work was so wonderful? 
After one year of blood and sweat, 
I have a man who can stand alone. 
Oh, I'll look in on him occasionally, 
, see how he’s doing and prod him 
along—but that won’t take much 
_ time. Maybe I'll be able to take 
Wednesday afternoons off, go out to 
the club for a golf game. No, I’d 
better spend the extra time recruit- 
ing those two men the home office 
wants hired. At least, I’ll be able to 
start getting home to dinner before 
7:30. Hallelujah, this is great! 

I was “taken in.” For a brief 
| I unwittingly played as it 


were, a character from the current 
Broadway hit—“Ondine.” Yes, I 
dreamily reclined on the floor of the 
ocean, fascinated by this intriguing 
sea sprite. No one had ever warned 
me about this beguiling creature— 
no, not even the home office nor 
Charlie Zimmerman at the 84th 
LIAMA school. 

Once we convince ourselves that 
our apparently successful neophyte 
still needs assistance, we must like- 
wise convince him. Even members 
of the varsity sometimes need help. 
Here are some of my methods: Let’s 
assume our man is well qualified and 
Possesses sufficient ambition. If he’s 








§0ing to make progress, he needs to 
upgrade his prospects. How can I 
help him? 
Method No. 1. By arranging inter- 
views with some of my clients and 





| also with new highly-qualified “hot 


XUM 


He Still Needs 


Training Is Tough Job, Hamilton Says 


referrals.” I arrange the appoint- 
ment and I sit in on the first and 
second interviews. The underwriter 
conducts these interviews. Whenever 
possible they are held in my private 
office. This is a great time-saver and 
enables me to leave the interview, if 
necessary, to take care of some press- 


ing matter. 

I set the stage by explaining to the 
client that in order to give him con- 
tinuing good service, I want to have 
someone else in my office acquainted 
with his affairs—after all, I may not 
always be around. I enter into the 
discussion only if the underwriter 
gets into trouble. The underwriter 
does all of the paper and research 
work, handling the case through to 
completion. 

In cases of this type any new busi- 


ness is put through on a 50-50 basis 
with a minimum of $10,000 for the 
underwriter. I do not believe in 
handing out business on a silver 
platter. I never put through busi- 
ness in an underwriter’s name unless 
his account is anemic and needs a 
blood transfusion. I do not expect 
to participate in the commission un- 
less I originate and set up the ap- 
pointment and also sit in on the 
interviews. In the case under illus- 
(CONTINUED ON PAGE 41) 























than numbers. 





Continental American has built its 


MUR 
wn 


expansion program upon the creed... 
“quality not quantity ” 


CAREFUL SELECTION of the new men who will become 
associated with us—with emphasis on quality rather 


A SOUND SALARY PLAN of Compensation for new men which 


attracts superior men and pays substantial extra rewards to 


those who can successfully qualify. 


A COMPLETE KIT of organized Visual 


Sales tools to enable men to get 


into production quickly. 


THOROUGH TRAINING for these men 


in the use of definite and proved 


sales methods with continuing assistance 


in the field. 


CAREFUL AND EXPERIENCED 


SUPERVISION during their 
development period. 


THE RESULTS FOR THE FIRST HALF OF 1954 


New Life Insurance 52% ahead of last year. 


41% of Face Amount produced by new men in their 
first two years with the.Company. 









CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


WILMINGTON, DELAWARE 
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Links Better Selection 


and Easier Training 


By B. J. O’DONNELL 


I have found by concentrating on 
improving my skill in securing the 
new man that it pays off in success- 
ful, steady and high-compensation 
agents. By stressing this phase we 
succeeded in going through 18 
months without a change of new or 
old men. The extent in which man- 
agement time is saved is in the 
elimination of continuous training 
of the new man in his first year and 
the absence of vacant debits on 
which the assistant district manager 
may have to spend anywhere from 
two to four weeks, or longer, thereby 
resulting in loss of sales by casting 
the assistant district manager and 
the men on his staff off balance. By 
this we mean interrupted sales pro- 
grams and the rearrangement of 


sales time for all. 

We are firm believers in pre-debit 
recruiting and training, looking for 
the man who is presently employed 
but anxious to improve his economic 
and social standing in the commun- 
ity. Because of our long period of 
time without a vacant debit the 
problem of keeping the pre-debit 
men interested was met by consant 
contact with them at their home and 
by visits by them to our office in 
their off time. We feel that a mini- 
mum of two men recruited in 
advance is essential. I find that my 
best source of candidates is the assist- 
ant district managers and the suc- 
cessful agents of the district. 

To supplement them I personally 
keep very active in organizations 
such as the sales executive club, life 
underwriters association, chamber of 
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IN 1867 IN DES MOINES 


commerce, Toastmasters Club, Dale 
Carnegie meetings and the local res- 
taurant where a great many of the 
down-town business men have lunch 
at a counter. Now I would like to 
give you the background of six men 
employed by us within the last few 
years, secured by these contacts. 

Mr. A. graduated from law school 
but did not take the bar examina- 
tion. He canvassed the sales execu- 
tives club for any business openings 
for his services. At that time I was 





Management has a vital role to 
play not only in training the new 
man but in selecting who is to be 
trained, B. J. O’Donnell, manager 
at Worcester, Mass., for John Han- 
cock, said in his panel talk before 
General Agents & Managers Con- 
ference Tuesday evening. He re- 
lated how men earning low sal- 
aries were taken out of the wrong 
fields by alert managers who in- 
troduced them to life insurance 
selling. These same men now are 
earning imposing sums, 





a member of the man-marketing 
committee. I could easily see that 
if he was persuaded to make life 
insurance his career it would he very 
profitable for him and to us. I am 
very glad to say that this man will 
earn over $8,700 this year. 

Mr. B. was employed as a retail 
clerk in a photography shop at a 
salary of $40 a week. Our assistant 
district manager in calling at his 
home had become very much im- 
pressed with his attitude and aggres- 
siveness toward salesmanship so we 
recruited him on the debit. I am 
very glad to say that he is earning 
this year at the rate of $8,300. 

Mr. C. was employed as a machin- 
ist with a local corporation. During 
lunch one afternoon at this particu- 
lar restaurant I speak of, I mentioned 
to the manager of a large furnish- 
ing store that we were looking for a 
man for the territory in which he 
lived. He knew this man very well 
and recommended him highly, so 


State and Local 
Secretaries Make 
A Good Showing 


There is a good turnout of local 
and state life underwriter associa. 
tion executive secretaries at the 
NALU convention. Those present 
include: 


Don Baker. . Indianapolis & Indiana 
Margaret Becker. Peoria and Illinois 
James Brooke Pennsylvania 
W. C. Coogan. ... Boston and Mass, 


eee eevee 


Ross Edgar ............ Pittsburgh 
Helen Hackenbacher .... Baltimore 
George Hester .......... Alabama 
Gladys Grover ........... Toronto 
Joy Laidems 2.2.2.0 600055 Chicago 
Jack Manning ...... New York Cit 


Spencer McCarty. ..New York state 


Irene McKay .............. Texas 
Charles Merz ........ Philadelphia 
George Robertson ...... Baltimore 
Estelle Spencer ............ Buffalo 
Homer Trantham ........... Ohio 
Caye Wrenn ........ San Francisco 
8 Peer ree Detroit 


Besides the breakfast meeting on 
Thursday there is a special secre. 
taries’ table at breakfast at the Stat- 
ler each morning during the week. 
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this contact supplied me with a sales. | 
/ deliberat 


man that is earning this year at the 
rate of $8,000. 

Mr. D. was employed as a whole. 
sale grocery salesman at $65 per 


week. He was approached by our | 


assistant district manager at the time 
he made a call in Mr. D’s home for 
collection. He had his eye on this 
policyholder for some time. It was 
his firm conviction that Mr. D. was 
in the wrong sales field and would 


| 


Scat 


When 


so-called 
surance | 
of course 


hts payal 


been lib 
| 1950 anc 


be very successful with us. This has | 


proven to be the case as he is earn- 
ing at the rate of $6,900 this year. 
Mr. E. was employed successfully 


as a traveling salesman for a large 
(CONTINUED ON PAGE 33) 










THE DEL CORONADO 
iN 


Aloe 









RAY H. PETERSON, PRESIDENT 


e@ e 
The Pacific National 
ee sO aiid a a oY bettiese wal 


PACIFIC NATIONAL LIFE ASSURANCE CO. 


411 EAST SOUTH TEMPLE =< 


Man Is Doing 

_ SOME VERY 
PLEASANT 
PLANNING! 


Qualified producers for Pacific 
National are planning for conven- 
tions at the Del Coronado in San 
Diego in 1955 and Hawaii in 
1956. Of course, all Pacific No- 
tional agents enjoy a non-contri- 
butory pension plan and top com- 
mission contracts in representing 
Pacific National Life Assurance Co. 

HOW ABOUT YOU? If inter- 
ested, write Kenneth W. Cring 
about the excellent agency open- 
ings with,.. 











SALT LAKE CITY, UTAH 


°K. W. CRING, V.P. & SUPT. OF AGENCIES ] 
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Davis Views F irst Year 
as Crucial in Training 


By DAVID MARKS, JR. in one year, we encourage him to be 
The training of a new agent after Alert for the possibility of the large 
his first year in the business is one Cases that he is not qualified to 
yi the most important areas in the handle, and then send a top man out 
went’s business life, because at this Who is a specialist in the particular 
2 — field of the case to work jointly with 
David Marks, Jr., general agent him. 
or New England Mutual at New There is an old expression in our 
York, covered the critical training |yysiness that a supervisor is cither 
period of the agent who has been oy his way up or on his way out. In 
inthe business for one year, in his either case, a supervisor who is work- 
wk at the General Agents & Man- jng for a salary paid to a supervisor 
ers Conference panel Tuesday cannot be expected to properly 
| cening. Vital at this juncture in handle a complex problem. There- 
ihe new man's career is the influ- fore, even if he will go with the new 
| awe of the specialist who is sent agent for nothing, unfortunately in 
into the field to assist him. most cases the agent is getting ex- 


time he is at a crossroad that will actly what he is paying for. We 
ad him either to become a mediocre Would rather see the agent give up 
went satisfied with marginal pro- half of his commission and take a 
duction or will take him towards specialist with him who is thoroughly 


| million-dollar-a-year production. experienced and very successful in 
Since we cannot give a new agent the particular field involved, whether 











\0 years of experience and training (CONTINUED ON PAGE 36) 
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Social Security Committee Issues 


‘Scathing Denunciation of OASI Bill 


When our committee began its dawn of a new government welfare 
deliberations in connection with the philosophy that would operate with- 
so-called old age and survivors in- out restraint now and for the future. 
surance program last year, we noted, We reasoned that this breaking 
of course, that the schedule of bene- away from the original concept of 
| fits payable under the program had OASI presented an ominous chal- 
been liberalized very materially in lenge to life insurance, our own wel- 
1950 and again in 1952. Our opin- fare, and the best interests of our 
io, based upon undisputed facts, policyholders in the long run. 
was that these liberalizations had Thereupon, we got busy opposing 
been at least sufficient to offset in- the changes presenting the most seri- 
creases in the cost of living during ous threats, and while we, of course, 





The commitiee on social security came much closer to victory in 
ils fight in Congress against the administration’s social security bill 
than most people realize, it notes in its report. A few votes the other 
way would have prevented “the dawn of a new government philos- 
| ophy that would operate without restraint now and for the future.” 
The committee viewed the new concept of OASI as an “ominous 
| challenge to life insurance, our own welfare and the best interests 
of our policyholders in the long run,” and the “necessity for resist- 
mee was both obvious and spontaneous.” It admonishes both politi- 
cal parties for their attitude toward social security. OASI, it says, 
moves into the market that should be reserved for life insurance 
since the increase in the maximum family benefit goes beyond the 
subsistance level. The bill was one of the most important pieces of 
legislation affecting the private enterprise system, it says, and the 
prosperity this country now is enjoying blinds people to its real 
impact. The committee recommends the word “insurance” be elim- 
inated from all literature referring to the social security program, 
that life insurance be stressed over social security in selling efforts, 
that social security not be given the sanctity earned by the life insur- 
ance business, and that these recommendations be called to the 
attention of life companies in preparing their own literature. 


—"s 





the same period and that no further would much prefer to be able to 
upward revision of OASI benefits report concrete results in the way 
Was necessary. of legislative accomplishments, we 

However, when the nature of the firmly believe that NALU’s efforts 
changes presented to Congress by the have been necessary and construc- 
administration for passage this year tive. We came much closer to victory 
became known, it was clear to us that than most people realize. A few 
those changes represented a depar- votes the other way in the House 
lure from the long-accepted OASI ways and means committee on the 
policy of providing merely a floor of proposal to increase the OASI wage 








subsistence level protection and the (CONTINUED ON PAGE 88) 
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THE GENE HAYS AGENCY 


NEW ENGLAND MUTUAL LIFE 
INSURANCE CO. 


80 Federal Street 
Liberty 2-0553 


The Underwriting Clearing House 


Boston 10 


Ray Desautels-Brokerage Dept.-Chester Perrine 








FRANK T. BOBST 


General Agent 


thn fancock 
LA 2- 
MUTUALJZ LIFE INSURANCE COMPANY 


MASSACHUSETTS 


BROKERAGE DEPARTMENT 


CLIFFORD D. STROUT 
Associate General Agent 
49 Federal Street HAncock 6-0022 Boston 10, Mass. 








FOSTER S. BOOTHBY 


Manager and Associates 


MUTUAL OF NEW YORK 


Statler Office Bldg. 
LIberty 2-3860 


Boston 16, Mass. 








THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 
NEWARK, NEW JERSEY 


F .D. HASELTON, General Agent 
40 Central St., Cor. Broad Boston 9 
LAfayette 3-6310 
. S. Buchanan 
Office and Brokerage Manager 


A. G. Boardman, C.L.U. 
Assistant General Agent 


Y 
































PAUL REVERE LIFE INSURANCE CO. 
Worcester, Mass. 
MALCOLM MORSE 
GENERAL AGENT 


THE WINSLOW COBB 
Insurance Agency 
WINSLOW S. COBB, JR., General Agent 




















NEW YORK LIFE INSURANCE CO. 


BOSTON BRANCH 
J. FRANK BURKE, MANAGER 


HUbbard 2-4900 75 Federal Street 


Boston, Mass. 








1228 Little Bldg., Boston 16, Mass. HA 6-1140 THE CONNECTICUT MUTUAL LIFE 
Frank Lazarus, District Manager INSURANCE COMPANY M 
Providence, R. I. GA 1382 50 Congress Street, Boston 9, Mass. | 
Edward J. Delehanty, Agency Asst. HUbbard 2-0400 31 Mi 
Boston, Mass. HA 6-1140 
HE 


JOHN C. PAIGE & COMPANY 


Life Department 


BOSTON 
NEW YORK - PORTLAND - LOS ANGELES 


MERLE G. SUMMERS AGENCY 


NEW ENGLAND MUTUAL LIFE 
INSURANCE CO. 


Sixty Federal Street 
Boston 











DAVID B. McEWAN AGENCY 


THE LINCOLN NATIONAL LIFE 
INSURANCE CO. 


Phone: CApitol 7-5730 
Boston 8, Mass. 


Suite 601 
109 Washington St. 

















BILL COHEN, MANAGER 
BUNKER HILL AGENCY 
THE PRUDENTIAL INSURANCE CO. 
OF AMERICA 
Home Office: Newark, N. J. 


Geo. E. Nasif Paul S. Jacobson Alice Mehos 
Div. Mgr. Agcy. Ass’t. Office Supv. 


HAncock 6-3283 45 Milk St., Boston, Mass. 








STATE MUTUAL LIFE 
ASSURANCE COMPANY 
OF WORCESTER, MASS. 
GEORGE M. C. GOODWIN 
General Agent 
R. F. WAGNER 
General Agent 


LAfayette 3-7610 KEnmore 2-4011 
84 State Street Boston, Mass. 10 Newbury Street 

















MASSACHUSETTS 
INDEMNITY INSURANCE CO. 


EDWARD J. HANRAHAN 
General Agent 


Richard E. Eames, Jack J. Furman 
Charles L. McCarthy, Simon Kraus 
Ralph S. Taylor, Herbert A. Larson 


50 Congress St. Phone LlIberty 2-0284 
Boston, Mass. 








THE UNION CENTRAL LIFE 
INSURANCE CO. 


T. L. FOWLER, C.L.U., MGR. 


Vernon E. Blagbrough, C.L.U., Group Mer. 
Charles H. Kenyon, Ass’t. Mgr. 
Richard W. Benjamin, Supervisor 


80 Federal St., Boston, Mass. LIberty 2-4970 
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k= RICHARD W. PARTRIDGE 
=| & General Agent 
aeaeeane) 102 Federal Street Boston, Mass. 
Ky LI 2-6953 
' “The most modern office for 
The Oldest Mutual Life Company” 
) We solicit your excess and substandard lines 


Greelings sie = 
































Manager Boston Agency 
Connecticut General Life Insurance Company 


Peiree Fuller, Assistant Manager 
R. S. Langley, C.L.U. John D. Gavan 


N.A.L.U. 65th ANNUAL | 2" 
CONVENTION aeneg eee 


JOHN HANCOCK MUTUAL LIFE 
INSURANCE COMPANY 











Pliny Jewell, Jr., Assoc. Gen. Agt. 
| Herbert Jaques, Jr., Brokerage Assistant 


















































CApitol 7-8300 53 State St. 
Boston, Mass. 
THE BOSTON AGENCY LAURENCE E. OLSON GREETINGS TO 
WILLIAM R. ROBERTSON Manca National Association Life Underwriters 
eneral Agent THE BOSTON AGENCY 
" RICHARD J. JOHNSON The Prudential Insurance Company of America GILMOUR, ROTHERY & CO. 
AFE Brokerage Manager Walter E. Johnson General Agent 
r e 
a Brokerage Manager CONTINENTAL ASSURANCE COMPANY 
2 i Division Managers 
31 Milk Street Boston 9, Mass. W. W. . 0. 0. Steves, E. J. Drake, W. M. Hopkins 40 Broad Street, Boston, Mass. 
Llberty 2-7050 Suite out Chane of Commerce Bldg. LI 2-0954 
cy HERBERT W. FLORER AGENCY CONNECTICUT MUTUAL LIFE INS. CO. Phone: LAfayette 3-2303-4-5 
10 Post Office Square WHITTEMORE AGENCY WALTER H. BOIREAU 
E a iaiasliliinitnooaaiese ARTHUR E. McCOURT General Agent 
President's Trophy for Distinguished BROKERAGE SUPERVISOR BERKSHIRE LIFE INSURANCE CO. 
| aaeneimeendeiunes 82 Devonshire Street OF PITTSFIELD, MASS. 
| Pension — Group — Business Insurance Leg 20 Kilby Street, Boston, Mass. 
Bee 
| Boit, Dalton & Church HENRY M. FRASER., C.L.U. WILLIAM E. GROF 
INSURANCE SINCE 1865 General Agent General Agent 
eT THE PENN MUTUAL MUTUAL TRUST LIFE INS. CO. 
Myron E. Watson Life Insurance Company af Gi 
ail Edgar H. Delamater Philip C. Stolar @ Conia Boston 9, Mass. 80 Federal St. Boston 10, Mass. 
Street Jack Hyland, C.L.U. Edward F. Robinson LIberty 2-3060 Phones: Llberty 2-2540, 2-8490- 91 
| McNEILL AGENCY 
General Agents 
PROVIDENT LIFE AND ACCIDENT 
INSURANCE COMPANY 
79 Milk Street Boston 9, Mass. 
Tel.: Liberty 2-0474 
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Step-by-Step Procedure for Training New 
Man Outlined by Mucey, Baltimore Life 


By GEORGE J. MUCEY 


The necessary initial training for 
the new man is accomplished in our 
organization through a definite pro- 
cedure, set up in accordance with 
the proved techniques of adult edu- 





George J. Mucey, Baltimore 
Life, Washington, Pa., told the 
combination company managers 
panel of the GAMC meeting of his 
company’s step-by-step procedure 
for handling the indoctrination of 
the new agent. 





cation, similar to that used by the 
American Red Cross in teaching first 
aid. In other words, a definite out- 
line, point by point structure, which 
I'll state in generalities, believing 


that’ the specific points will be 
brought out in discussion. We will 
deal entirely with pre-debit training 
and introduction on the debit. 

The Baltimore Life Insurance Co. 
has a new agent’s training course 
which is prepared to assist the man- 
ager and staff superintendent in the 
two-week period of pre-debit train- 
ing. The manager personally does as 
much of the pre-debit training of the 
new man as is reasonably possible. 
Others that may be delegated to assist 
include any of the staff superintend- 
ents available. 

The first thing we do is to outline 
the training program for the agent. 
We explain to him what we will at- 
tempt to accomplish in the next four 
weeks, two weeks of pre-debit train- 
ing and two weeks of introduction 
on the debit. Our first aim is to pre- 
pare him for the state examination 
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Lafayette Sets All-Time Sales 
Records Every Month of ’53 
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Agents Enjoy 62% Average Increase In New Paid Business 


Yes, eyery month of 1953 showed a sub- 
stantial increase in new paid business over 
the corresponding month of any other 
year in Lafayette Life’s history. June 
broke all records ‘with a jump of 176% 
«..and the average increase of ’53 over 
$2 was 62%. No wonder so many more 
general agents ace becoming so enthusi- 
astic about Lafayette Life! Thanks to their 


Lafayette 


LIFE INSURANCE COMPANY 


mmm LAFAYETTE, INDIANA 


close association with the parent company 
(not too big or too small) plus effective 
use of progressive policies and powerful 
sales tools, these agents... both old and 
new... also are setting new personal 
records every month. If your personal paid 
business is $250,000 or more, it will pay 
you to investigate now. Write in confidence 
to M. V. Goken, Director of Agencies .s. 





Inquiries invited from Indiana, Ohio, Ulinois, Michigan, Iowa, 
Nebraska, Missouri, Pennsylvania, Wisconsin, Kentucky, Tennessee, 


Virginia, Wyoming, Texas, Minnesota 





and adjacent states, 


and second to give him a concept of 
life insurance and a birds-eye view 
as to what is expected of him . . . or 
his job as an agent. 

The training period is set up for 
each day of the week . . . five days, 
five hours a day for a total of 50 
hours. Included in the two-week 
program is the following: 

Brief history of life insurance, an 
introduction to the needs method 
of selling, how life insurance op- 
erates (mechanics) , rate book, poli- 
cies, settlement options, applications 
(industrial and ordinary), amend- 
ments and_ riders (beneficiary 
changes, name changes, etc.), pros- 
pecting, standard approach, and 
preparation for state examination. 


Must List Prospects 


One of the first things a new man 
must do, in our agency, is to submit 
a list of at least 150 names of possi- 
ble prospects. Men and women 
whom he knows well and whose cir- 
cumstances he knows. The names on 
this list will be used in the field by 
the staff superintendent as prospect- 
ing training. The agent will be 
shown how these names can be sifted 
down into one of three categories: 
(1) an immediate sale; (2) a future 
prospect, or (3) eliminated com- 
pletely. 

During the two week training 
period we run an article with a pic- 
ture of the new agent in the local 
paper publicly announcing his ap- 
pointment to our organization. We 
also publish a resumé of his life in 
our monthly bulletin, officially an- 
nouncing his appointment and wel- 
coming him into our agency. These 
bulletins are sent to all the families 
in the district. 

After the completion of pre-debit 
training, before the agent goes on to 


the debit he should know something 
about: 

The history of life insurance, 
prospecting technique, his rate book 
and general company practices, an 
adequate knowledge of weekly pre. 
mium underwriting, a basic, simple 
sales talk, some basic needs life jp. 
surance covers, and preparation for 
state examination. 

Immediately after pre-debit train. 





ing the agent completes an initial | 
training check list, which is mailed | 


to the home office. This form js 
signed by the agent, staff superin- 
tendent and the manager. 

In it the agent answers many ques- 
tions, indicating that he has received 
proper training on all phases as 
mentioned therein and feels that he 
is prepared to pass the state exam. 
ination. 


Test After 2 Weeks 


The state examination is taken on 
Saturday following the completion 
of two weeks of pre-debit training. 
The following Monday the agent is 
introduced on the debit by the staff 
superintendent. This introduction 
period is for two weeks. 

We again follow the company out- 
line during this two week introduc. 
tory period. During these two weeks 
the staff superintendent shows him 
how to apply the knowledge he re. 
ceived in his initial training. And 
in addition, he teaches him debit 
management. Such as, what to say 
and do on regular collection calls, 
marking receipts and _ collection 
books. 

The agent is introduced to all of 
the policy holders on the debit, 
during which time collections are 
being made as well as sales. We 
strongly emphasize the importance 
of prospecting daily and bringing 
into actual practice the various 
methods of prospecting. In our 
agency, we lend special effort to the 


sale of weekly premium during the — 


agent’s first quarter. We have found 
that by emphasizing industrial that 
(CONTINUED ON PAGE 45) 





The CRITICAL PERIOD PLAN 


combines broad coverage and low cost 


NATION-WIDE OFFICES 





Tue Critical Period Plan is designed 
to help you — and the home-buyer. This 
low-cost plan covers home-payments dur- 
ing the critical period following death 
— or disability due to illness or accident. 
It helps guard against delinquencies, 
the loss of good will and extra collec- 
tion costs that result from foreclosure. 


Old Republic is the largest company 
specializing exclusively in consumer 
credit insurance. Fourteen regional of- 
fices and the Chicago home office bring 
the counsel of our experienced field-staff 
as close to you as your telephone. 


OLD REPUBLIC CREDIT LIFE INSURANCE COMPANY 


JAMES H. JARRELL, President 


Executive Offices, 307 N. Michigan Ave., Chicago 





SOUTHEASTERN REGION 
Atlanta: 972 Peachtree St., N.E. 
Charlotte: 915 Fugate Ave. 


Resident Vice President 

Birmingham: 13 Hollywood Blvd. 

Resident Representative 

New Orleans: 4706 Perlita St. 
SOUTHWESTERN REGION 
Dallas: 1511 Bryan Street 

Resident Representative 

Tulsa: 5945 East 3rd Street 
MIDWESTERN REGION 
Chicago: Bell Building 


Minneapolis i 
$0 Linden Pl., Excelsior, Minn. 
Resident Representative 
Omaha: 4805 South 24th 
ROCKY MOUNTAIN REGION 
Denver: 1615 California Street 
PACIFIC REGION 
San Francisco: 235 Montgomery St. 
Resident Representative 
Los Angeles: 101 S. Burlington 
EASTERN REGION 
Washington: 1001 Connecticut Ave. N.W. 
Resident Representative 
Ww Conn. 





34 Anderson Ave. 
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*TO THE 65th ANNUAL 
N. A.L.U. MEETING... 


CLIFF HENDERSON, C.L.U. 
: Manager 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
GArfield 1-2315 
235 Montgomery St. San Francisco 4 











DAVID S. KAMP 
General Agent 
HARRY W. DAY, Asst. Gen. Agent 
Brokerage Service 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
EXbrook 2-0888 
333 Pine Street San Francisco 4 








THE E. A. ELLIS AGENCY 
PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 
DOuglas 2-7700 
660 Market St. San Francisco 4 








CHARLES H. BIESEL, C.L.U. 
STATE MUTUAL LIFE 
ASSURANCE COMPANY 


EXbrook 2-2921 
220 Bush St. San Francisco 4 


J. DENNY NELSON 
General Agent 
AETNA LIFE INSURANCE CO. 
Telephone YUkon 2-4040 
220 Montgomery St.—San Francisco 4 


ROBERT G. WALL 
Manager 
THE UNION CENTRAL LIFE 
INSURANCE COMPANY 
EXbrook 2-0082 
582 Market St. San Francisco 4 








L. L. HIRSCHORN CHARLES JOSEPH 
HIRSCHORN & JOSEPH 
GENERAL AGENTS 
UNITED INSURANCE CO. OF ILLINOIS 
SUtter 1-1940 
275 Bush Street San Francisco 4 


M. V. "PAT" LONERGAN 
West Coast Resident Manager 
BANKERS LIFE—NEBRASKA 
YUkon 2-5325 


210 Post Street San Francisco 


CHARLES S. BROWNING 
Manager 
ERIC W. ASHLEY, Brokerage Supervisor 
THE CANADA LIFE ASSURANCE 
COMPANY 
YUkon 2-4868 


58 Sutter St. San Francisco 4 








ROBERT L. HESSE 
Director of Sales 


THE FRANKLIN LIFE INSURANCE CO. 
YUkon 2-6130 


417 Montgomery St. San Francisco 


EDWARD E. KELLER, C.L.U. 
General Agent 
THE LINCOLN NATIONAL LIFE 
INSURANCE CO. 
DOuglas 2-1834 
105 Montgomery St. San Francisco 4 


MARK BARICHIEVICH 
General Agent 
OCCIDENTAL LIFE INSURANCE CO. 
HARRY FREEMAN, Agency Manager 
DOuglas 2-2912 
625 Market Street — San Francisco 5 








D. M. BROVAN — C. D. BROVAN 


Managers 
UNITED BENEFIT LIFE 
INSURANCE CO. 
YUkon 2-4200 
One Eleven Sutter St. San Francisco 4 


BROKERAGE or SURPLUS 
GREAT-WEST LIFE 
ASSURANCE COMPANY 
Sayre, Toso & Schaefer, Inc. 

MELVIN M. MILLER, Brokerage Manager 
GArfield 1-0817 
465 California St. San Francisco 4 


UNION MUTUAL LIFE INSURANCE CO. 
SWETT & CRAWFORD, Pacific Coast Managers 
KENNETH D. RHUDY, Manager Life Dep't. 
WILLIAM A, POND, Regional Group Manager 
LESLIE K. D. CHAPMAN, Field Sup'v.—Accident 
& Sickness 

SUtter 1-4400 - 
100 Sansome Street — San Francisco 4 











RAYMOND DESTON, C.L.U. 


General Agent for Northern California 


Manco 
MUTUAL/ LIFE INSURANCE COMPANY 


DOuglas 2-7910 





1122 Russ Bldg. San Francisco 4 


HERBERT W. HUMBER, C.L.U. 


Associate General Agent 


MURRELL BROTHERS AGENCY 
THE MUTUAL BENEFIT LIFE INSURANCE CO. 


SUtter 1-5520 


548 Mills Tower, 220 Bush St. San Francisco 4 


F. J. VAN STRALEN, C.L.U. 
General Agent 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
Telephone GArfield 1-3866 
One Eleven Sutter St.—San Francisco 4 
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MATURIN B. BAY & ASSOCIATES CHICAGO'S LEADING 


“Mit” ileal EXTEND CORDIAL GREETINGS TO THE 


Joe Carmen 














Arch Davis Ed Schell ” 
Jim Shevlin aie 


Suite 1246 135 S. LaSalle St. 
CEntral 6-3930 











Your Brokerage and Surplus Business Solicited 
All Forms of Ordinary Group and 
Pension Contracts 
Non-Cancellable Accident and Health 


JOSHUA B. GLASSER ASSOCIATES 
General Agents 
CONTINENTAL ASSURANCE COMPANY 
Illinois Leading Life Insurance Company 
39 So. LaSalle Street 
Chicago 3, Illinois CEntral 6-1296 














THE HUNKEN 
AGENCY 


THE CONNECTICUT MUTUAL LIFE 


Telephone CEntral 6-5700 
One North LaSalle Street, Chicago 




































































H. G. SWANSON DON K. ALFORD & ASSOCIATES For Service—Information—Field Assistance 
General Agent Brokerage Exclusively . JORDAN AGEN 
BOB SWANSON. C.L.U THE PRUDENTIAL INSURANCE THE EARL C. JO cy 
' obo UV. COMPANY OF AMERICA MASSACHUSETTS MUTUAL LIFE 
Associate General Agent . Rpm ex? INSURANCE COMPANY 
A. P. Lasker and G. L. Schomburg 
nates paige te nc lt —- _ Agency Assistants Suite 1616, One North LaSalle Bldg. RA 6-0060 
L. M. Walter—J. J. Crotty | Agent 
3300 Beard of Trade Building Suite 870, Board of Trade Bldg. Gand G. uetim Sages Gage | 105 
Chicago 4, Illinois WAbash 2-5311 Carl F. Tagge, Ass't. Gen. Agt. 
FREEMAN J. WOOD RALPH L. WELCH GENE NYQUIST 
General Agent General Agent — 
JEFFERSON STANDARD LIFE INSURANCE CO. 
LINCOLN NATIONAL LIFE INSURANCE CO. BANKERS LIFE INSURANCE COMPANY "Home of Mr. 4%" 
208 S. LaSalle St. Tel. CEntral 6-1393 OF NEBRASKA Life Insurance Pension Plans 
An Agency Well Equipped To “Brokerage Is Our Business" Suite 1074 wera WEbster 9-4797 208 S$ 
Handle Brokerage Business Suite 418—208 S. LaSalle STate 2-2293 141 W. Jackson Blvd. 
NOTHHELFER-LECK AGENCY FRANK G. LOTITO CHARLES E. BUTLER 
General Agents General Agent General Agent 
STATE MUTUAL LIFE INSURANCE CO. LINCOLN NATIONAL LIFE FIDELITY MUTUAL LIFE | 
John B. Nothhelfer Walter C. Leck INSURANCE COMPANY INSURANCE COMPANY 
134 S. LaSalle St. Chicago 3, Ill. Suite 528 120 S. LaSalle St. Tel. HArrison 7-3255 ; 
STate 2-7447 CEntral 6-5631 1084 Board of Trade Bldg. Chicago 120 § 
Life - Substandard - Wholesale - Group 
Accident and Sickness—Hospitalization RAPPAPORT AGENCY NATHAN FUTTERMAN 
Group Pensions—Pension Trust General Agents General Agent 
FRED. S. JAMES & CO. PACIFIC MUTUAL LIFE GUARANTEE MUTUAL LIFE 
omtncante aa San Francisco Earle S. Rappaport, C.L.U. . Renin wei wel 
ttsburg ANCE Minneapolis Eugene Rappaport, C.L.U —"Brokerage Exclusively"— 
Buffalo One N. LaSalle Street Portland ee . 
Los Angeles Chicago 2, Illinois Seattle 141 W. Jackson ~~ HArrison 7-7244 Suite A-1105 = he Sogioge, Bees. Ghlonge 11S. 
cago rrison 7- 
Telephone—Financial 6-3000 
alee eee 
eee ee 
YOUNGBERG-CARLSON co. THE One Stop Service for your Surplus and A 
Incorporated General Agents If ka npn ho will 
CONTINENTAL ASSURANCE COMPANY RAYMOND J. WIESE AGENCY we con't issue it—we tell you who w 
eee cee Besitye eed oe Floor Provident Mutual Life Insurance Company JOHN W. LAWRENCE, C.L.U. 
essible 
Unexcelied Service in All Lines of Insurance One N. LaSalle St. Bldg., Phone Financial 6-0915 General Agent 
SAM LELAND, MGR. A. H. WOHLERS, MGR. We invite brokerage in Life and MASSACHUSETTS MUTUAL LIFE 
Life Insurance Dept. Health and Accident Dept. Non-Can Accident & Sickness Insurance — INSURANCE COMPANY 
201 S. LaSalle St., Chicago 4 Raymond J. Wiese, Gen. Agft. 135 S. LaSalle St. ANdover 3-1820 175 W 
621 S. Spring St., Los Angeles 14, Calif. Ray M. Wiese, Agcy. Ass't. Chicago, Illinois 


























XUM 











Ist Day 





NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 22, 1954 











LIFE OFFICES 


NUAL CONVENTION 


N. A. L. U. 65th AN 
iam ta Hit 





| 


if 


NCEA 


FIMCACY UGA epeth 















ge 
FERREL M. BEAN 
General Agent 
39 South LaSalle Street 


Telephone RAndolph 6-9336 
Chicago, Ill. 








NEW YORK LIFE INS. CO. 


Lakeside Branch 
Wheeler Tracy, C.L.U., Mgr. 

Philip Tuzi, Brok. Mgr. 
Specializing in Brokerage & Surplus Business 
Life—Major Medical—10 to 24 Life Group 

A&S—Hospitalization—Pension Trusts 
Room 1014 39 S. LaSalle St. 
STate 2-4603 








J. GORDON MICHAELS 


Branch Manager 
CONTINENTAL ASSURANCE COMPANY 
Associates: 
Jerry Kirchberg 
John Deering 
Jerry Groom 
Cele Lammers 
175 W. Jackson Blvd. 
Chicago 


WaAbash 2-3410 






























































nce GEORGE C. BEHRNS Robert J. Murphy & Associates 
ICY General Agent Robert J. Murphy, C.L.U., Manager THE A. D. CROW AGENCY 
’ Assistant Managers 
NEW ENGLAND MUTUAL LIFE J. T. Ritchie, C.L.U., Lee Zoeller, M. J. Bowens THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY M. J. Weil, Agency Assistant INSURANCE COMPANY 
Oldest New England Mutual THE PRUDENTIAL INSURANCE 
0060 Life Agency in Chicago COMPANY OF AMERICA : Co-6Oe 
. Suite 821 208 S. LaSalle St. 
105 W. Adams St. Chicago Suite A-1820 Insurance Exchange Bldq. Chicago 
CEntral 6-1300 Telephone HArrison 7-2500 
ROBERT L. SEILER THE UNION CENTRAL LIFE THE LIFE INSURANCE COMPANY 
Manager INSURANCE COMPANY OF VIRGINIA 
co. —"Brokerage Exclusively"— Elmer J. Grandson, Mgr. Richmond, Virginia 
PAUL REVERE LIFE 
INSURANCE COMPANY Robert E. Craig, Supvr. J.J. MILLER, Mgr. 0D. A. MEDARIS, Assoc. Mgr. 
4797 208 S. LaSalle St. RAndolph 6-7364 208 S. LaSalle St. STate 2-8600 Suite 776-208 S. LaSalle Street 
Chicago Chicago ANdover 3-6876 
FREDERICK |. SMITH FRANKLIN LIFE 
General Agents W. J. DOWD Chicago Division 
“Brokerage Exclusively" General Agent ° Pr i gy eB 
THE MANHATTAN LIFE LINCOLN NATIONAL LIFE pportunities a lable 
Regional Office 
INSURANCE COMPANY ENS GURNT 120 S. LaSalle St. Chicago 
OF NEW YORK 111 W. Washington St. Chicago F. J. BUDINGER 
:ago > CEntral 6-8648 RAndolph 6-6588 aS 
| | 120 S. LaSalle Street Chicago REGIONAL SALES DIRECTOR 
LAMB, LITTLE & CO. STUMES & LOEB THE HENRY W. PERSONS 
General Agents General Agents AGENCY 
COLUMBIAN NATIONAL LIFE THE PENN MUTUAL LIFE INSURANCE CO. 
INSURANCE COMPANY Suite 1525 MUTUAL OF NEW YORK 
Life-Accident-Health-Hospitalization One LaSalle Street Building, Chicago, Ill. 
Group and Franchise Coverages Telephone RAndolph 6-0560 Telephone FRanklin 2-9700 
9° 11S. LaSalle St. Chicago An Agency Especially Equipped to Educate Suite 605 38 S. Dearbora St. 
Financial 6-4680 and Develop Steady Producers Chicago 
a 
MO 
— Se 8 HAMILTON FERGUSON W. A. ALEXANDER & COMPANY 
tl p yon General Agent General Agents of 
J, = 7 — OCCIDENTAL LIFE INSURANCE COMPANY THE PENN MUTUAL 
sone, —"Brokerage Exclusively"— LIFE INSURANCE COMPANY 
ae ie Si 1943 Wade Fetzer, Jr. C.L.U. John H. Sherman 
C. T. Rothermel, Jr.. C.LU. Suite 2049 mee 138 §. LaSalle St 135 South iLaSalle St FRanklin 2-7300 
820 Earl Montgomery—Gene O'Reilly ANdover 3-1883 : Chicago 
175 W. Jackson Blvd. Chicago . 
Se 











99 
ne 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 22, 1954 


Ist Day 











Tie-in sale of mutual funds and life insurance creates a false 
impression of a relationship between the two, committee on group 
insurance declares in emphasizing that its quarrel lies not with the 
mutual fund people but with the companies that write group life for 
persons buying mutual fund shares. In other areas the committee 
urges legislation making it unlamvful to write group cases in amounts 
exceeding the maximum limit provided by the “20/40” formula 
and traces the conditions under which N.A.L.U. endorsed the gov- 
ernment’s plan to provide group life for civilian employes. Follow- 
ing is the report of the committee, of which David B. Fluegelman, 
Connecticut Mutual Life, is Chairman. 





Group Committee Hits at Companies 
Writing Life for Mutual Fund Buyers 


The broad subjects of the proper 
amount limits and extension of 
group life insurance is still receiving 
the attention of this committee. 
Although the so-called “20/40” 
formula has been accepted as sound 
and reasonable by the industry in 
general, there are still a number of 
companies writing group cases in 
amounts that exceed the maximum 
limit prescribed by this formula and 
which, to the best of our knowledge, 
will continue this practice until 
legislation is enacted making it man- 
datory for them to adhere to the 
formula. Consequently, it behooves 
our associations in those states that 
still do not have such legislation to 
make every effort to obtain its enact- 
ment as quickly as possible. Copies 
of the appropriate form of bill for 
this purpose may be obtained from 
NALU headquarters. 

With respect to the matter of eli- 
gibility for group life insurance, we 
find that there are many cases written 
on nebulous, loosely-knit groups, 
with no basis of sound underwriting 
or sound practice. 

Our committee is primarily con- 
cerned with both the ultimate public 


relations aspects and the actual detri- 
ment to the insuring public result- 
ing from the writing of group insur- 
ance on an unsound basis. We are, 
of course, referring to yearly renew- 
able group term insurance. We rec- 
ognize that group insurance generally 
plays a very important and socially 
desirable role in helping to meet 
the economic needs of millions of our 
fellow citizens. On the other hand, 
when it assumes the proportion of 
constituting the major part of an 
individual’s insurance estate, and 
when it covers many persons who do 
not in a normal sense constitute an 
accepted group, we run into the 
danger of a situation developing 
where persons who should normally 
carry level premium life insurance 
become dependent almost entirely 
upon the expectation of a specific 
group contract being maintained for 
their benefit. In periods of boom, 
such as those that we have been ex- 
periencing for the past 10 or 15 years, 
there is not much difficulty in keep- 
ing insurance in force. However, 
even a slight recession may cause a 
number of employers to discontinue 
their group policies, or an increase in 
(CONTINUED ON PAGE 29) 








We 


@ @ here again is tangible proof of Indianapolis 
Life’s continuing efforts to provide its field 
associates with the best tools of the trade— 
and its policyholders with the best protec- 
tion and service—by supplementing a com- 
plete line of life insurance contracts with 


ACCIDENT & SICKNESS 
INSURANCE 


The moderate cost and liberal benefits of 
this “‘new addition’”’ will materially increase 


the earnings of our field associates. 


Water H. Huent, President « Arnoip Bere, C.L.U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES in Illinois, Indiana, lowa, Ohio, Michigan, Minnesota, Missouri, North Dakota, Texas 





Smith Covers the Difficult First Year 
of the Agent at GAMC Panel Session 


By LEONARD T. SMITH 

The subject assigned me, “helping 
the agent maintain success during 
the first year” is a fascinating one. 
It is in this period when he is acquir- 
ing formative habits that we either 
send him on to real success or lose 
him to mediocrity. 

Given a man who has been well 
selected by the use of a very modern 
selection device plus the skills and 
judgment of all the staff managers 
and myself, we have a fine starting 
potential. 

After he has been thoroughly and 
painstakingly introduced into the 
business by easy stages for about 
six months, he enters a new phase of 





Leonard T. Smith, who was a 
member of the combination com- 
panies panel of General Agents & 
Managers Conference Tuesday 
evening, is manager for the Pru- 
dential at Providence and is a 
member of the board of directors 
of GAMC. 





his experience. He has been and will 
continue to be trained, coached 
and supervised. He will have the 
continuing advantage of an educa- 
tional program gleaned from the 
down-to-earth “how-I-do-it” exam- 
ples of our most successful agents. 

He is going to be more and more 
on his own. His staff manager and 
I are expecting that the results of 
our efforts will reflect itself in his 
ability to produce satisfactorily. 

The agent too, no doubt is ex- 
periencing a change. He has been 
in the business now sufficiently long 
to get a somewhat realistic idea of 
what it’s all about. Maybe he needs 
to be resold or refreshed in his think- 
ing. He looks around him. He sees 
other men not doing a real success- 
ful job and wonders what’s wrong. 
At this point, I believe, we can do 
some real effective work. 

The records of the new men in 
my district are about 35% better 
than the district average. Few new 
men leave the business, almost none. 
There are many contributing factors 
—better selection, better education 
and better training being among the 
most important. 

Our training program is all inclu- 
sive from fundamentals right on 
through the selling interviews. It is 
outside of and in conjunction with 
this academic framework that we can 
now best reach our man and develop 
a successful attitude. 

As previously mentioned, our new 
men seldom leave and as a conse- 
quence, our changes are infrequent. 

Let me cite examples of new men 
appointed the past two years. 

Agent A. At the end of six 
months this agent was doing a good 
job. The staff manager and I learned 
from our talks with him that he was 
eager to make money at any cost in 
time or effort. 

He was eating up our training 
course by leaps and bounds, and 


started LUTC. He was a naturgl 
and our task was easy. His staff map. 
ager sold him and resold him on the 
idea of achieving the President's 
Club which required $275,000 ne 
paid for, and in his first full year he 
had over $300,000 net paid for and 


ew 


has become a steady, successful agent, | 


Money was his objective and he pays 
the price to get it. 

Agent B. At the end of six months 
his progress was average. We stil] 
thought he had all the fine qualities 
we observed when he entered the 
business, yet, somehow, he didn't 
“get up and go.” After analyzin 


| 


his production record with him, he | 


was [rank to admit he wasn’t making 
as many night calls as he had made 
a few months back. There was to be 
an addition to the family and his 
wife was reluctant to sit home alone 
night after night. 

We interviewed his wife at his 
suggestion and tried to resell her on 

(CONTINUED ON PAGE 45) 





DISTURBING ? 
CHALLENGING ? 


YES, PROBE IS ALL 
THAT AND MORE! 


It gives you the news you 
won't get elsewhere and 
tells you it is going to hap- 
pen. 


Visit the P R OBE ex- 
hibit booth today in Parlor C 
and see what this new paper 
by Ralph Engelsman and 
Halsey Josephson can give 
YOU as a life insurance 
man. 


PROBE pvsuisnep 


EVERY OTHER WEEK 


SPRING VALLEY ROAD 
OSSINING, N. Y. 














HERMAN A. ZISCHKE 


Organization, Inc. 
CONSULTANTS ON 
Employee Benefit Plans 
Pension - Profit Sharing 


SAN FRANCISCO CHICAGO 
111 Sutter Bldg. | 1 No. La Salle 
YUkon 6-6568 Financial 6-1370 
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By TOM P. HENDERSON, JR. 


How to successfully introduce the 
new man was discussed in detail by 
the last speaker, so we will confine 
our remarks to discussing “training 
the new agent after he has already 
been placed on the debit.” 

With the National Life we think 
of the new agent’s training as being 
divided into three different and 

separate periods, designated as the 
| frst, second and third follow-through 
_ raining periods. 
| The first follow-through  train- 
ing is conducted on an agent's fifth 

or sixth week on the debit—the exact 
week being determined by the length 
of his introduction. If he received 





Tom P. Henderson, Jr., man- 
ager at Nashville for National Life 
& Accident, told the General 
Agents & Managers Conference 
panel Tuesday evening how his 
company goes about handling the 
debit agent in his first 26 weeks 
on the job. Object of this train- 
ing is to make sure the agent ac- 
quires the knowledge and skills 
that will enable him to success- 
fully handle his job during the 
following weeks when he is work- 
ing on his own. 





a two-week introduction it would be 
the fifth week; a three-week intro- 
duction, it would be the sixth week. 
We believe that the new agent should 
be placed on his own for a period 
of two weeks after the introduction 
is completed. During this two weeks 
he really learns a lot. He finds that 
many things are not as simple as he 
imagined when the experienced 
superintendent performed them. We 
do not think he should be permitted 
to go it alone for longer than two 
weeks, however. It has been our 
experience that any new man will 
make numerous mistakes, and that 
ifhe is left alone too long, he forms 
wrong habits. Also, he may become 
discouraged. 

During the first follow-through 
training, emphasis is placed on debit 
management and the production of 
new business. Additional training 
is given in use of organized sales 
talks learned during pre-debit and 
the introduction. Sales efforts are 
directed primarily toward the pro- 
duction of weekly premium business 
and sale of simple packages of ordi- 
nary. 

Usually the first follow-through 
training continues for one week, as 
also does the second and third fol- 
low-through training. However, if 
production, account improvement, 
etc, have not been up to par, the 
Superintendent will continue with 
the agent for whatever period of 
time is necessary in order to obtain 
satisfactory results, There is no spe- 
cific requirement as to the amount 
of business to be produced, but it is 
i expected, of course, that the volume 


a 





Sm 


XUM 


Covers 


First Weeks on Debit 


of sales will be in excess of the vol- 
ume normally expected of the agent. 
We all know that it is an intolerable 
situation when an agent says to his 
manager: “How do you expect me 
to produce that amount of business, 
when my _ superintendent didn’t 
while working with me?” 

During the second follow-through 
training a pattern is followed similar 
to that of the first follow-through 
training. This training is conducted 
somewhere between the agent’s 10th 
and 13th week on the debit. The 
decision as to the exact week of 
training is made only after giving 
careful study to the agent’s progress. 
If he is not doing a satisfactory job 
in managing his debit or in selling, 
it is given during one of the earlier 


weeks. On the other hand; if he is 
doing a good job, it is desirable to 
delay it until the 12th or 13th week 
of his service. 

Careful study is given to the 
agent’s prospective earnings for his 
second quarter. On one hand, the 
agent should receive an increase in 
distributable commissions for the 
second quarter; on the other hand, 
his distributable commissions for the 
second quarter should not be so high 
but that he can maintain the income 
for subsequent quarters when he re- 
ceives less assistance from his super- 
intendent. ‘Therefore, if he needs 
additional commissions for his sec- 
ond quarter, the second follow- 
through is scheduled for the 10th or 
llth week so that commissions re- 
sulting from the training will accrue 
to his credit for distribution in the 
second quarter. If, on the other 
hand, his distributable commissions 
are high the training is scheduled 
for the 12th or 13th week so that 


the commissions will be distributed 
during his third quarter. 

The third follow-through training 
is scheduled to be given between the 
20th and 26th week on the debit, 
with the exact week determined by 
study of factors similar to those just 
discussed. 

During follow-up training, empha- 
sis is placed on the demonstration of 
the correct techniques by the trainer 
and then upon having the agent tell 
back and demonstrate. Of course, 
the trainer observes the agent and 
makes necessary corrections. While 
all like to see large production from 
training assignments, it is more im- 
portant that the agent acquire 
knowledge and skills so as to be able 
to successfully handle his job during 
the following weeks when working 
alone. 

As to who actually does the train- 
ing, the superintendent (assistant 
manager) does the great majority of 
field training. Usually it is the same 

(CONTINUED ON PAGE 28) 





Look, 


Here are the “Three Musketeers” of Prudential’s 4. 
advertising —Network Television, Newspapers and 
Network Radio. This is the trio that backs up 


Prudential representatives. 


They work constantly to familiarize the public 
with The Prudential, Prudential men, and Pruden- 


tial insurance. 
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Network. 


papers. 


Listen 


“You Are There” Sundays on the CBS Television 


. Sunday Magazine Sections of over 100 news- 


. “Fibber McGee & Molly.” Five nights a week 


on NBC Radio. Starts Sept. 26th. 


The 


INSURANCE COMPANY 


Prudential 


OF AMERICA 


LIFE INSURANCE ® ANNUITIES @ SICKNESS & ACCIDENT 
INSURANCE © GROUP INSURANCE @ GROUP PENSIONS 
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SUB-STANDARD and SIRP 


Earl H. Weltz & Company is a separate Organi- | 
zation — operating independently of all Life 


Insurance Companies—applying the "Lloyd's 
of London" idea to the Life Insurance Business. 


We are not in the employ of any Company 
but represent many companies as general 
agents. Because of the broad scope of 
coverage, provided by these Companies col- 
lectively, we are equipped as a Life Insurance 
Clearing House, to furnish to every man in 
the Life Insurance Business no matter where 


located— 


A UNIVERSAL SERVICE 


First Year and Renewal Commissions are paid and gumieed to 


| 
{ 

4 
! 


EARL H. WELIZ 


LINCOLN LIBERTY BUILDING b 


Telephone: nhouse 


| 
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1 SPLUS LIFE INSURANCE 


Our specialty is Extra Risk or Sub-Standard 
Life Insurance. For large cases, either standard 
| or sub-standard, we can supply the surplus 
amount required beyond your own Company's 
retention. We are not in competition with your 
own Company but we would like to work with 
you on risks which they do not accept — or 


on surplus. 


Each Company we represent has been carefully 
analyzed and selected on the basis of character 
and proved ability of management, financial 
strength, high earning power and sound under- 


writing. 


d and sarees to you by the Company issuing the Policy Contract 


LIZ & COMPANY 


p PHILADELPHIA, PA. 


—)—-—— 


phone: Menhouse 6-7141 
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DOWNTOWN AGENCY l= 
THE PRUDENTIAL INSURANCE 2S > fin 
COMPANY OF AMERICA — 


Home Offiice—Newark, N. J. . if 
EUBANK & HENDERSON, Managers Ale y 


40th Floor 40 Wall Street, New York 5 SSS 


Digby 4-0040 
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LOUIS W. SECHTMAN 
General Agent 
AETNA LIFE INSURANCE COMPANY 
Lincoln Building 60 East 42nd Street 


New York 17 
MUrray Hill 2-0200 


THE Feehan AGENCY 


BERKSHIRE LIFE INSURANCE COMPANY 


He ee eee 














921 Bergen Avenue, Jersey City 6, N. J. 
Newark Jersey City 





























MArket 2-2242 JOurnal Sq. 4-1724 = G 
New York: REctor 2-4540 = 
STAMATY | 
WHEELER H. KING, C.L.U. © KRUEGER & DAVIDSON EDWIN J. ALLEN 
General Agent and Associates AGENCY HAROLD G. PRATT 
NEW ENGLAND MUTUAL LIFE THE NORTHWESTERN MUTUAL General Agents 
TE LIFE INSURANCE COMPANY Lee 
342 Madison Ave. _New York WA ie 386 Fourth Avenue, iNew York Cire msunanczcounain | - 
MUrray Hill 7-5560 Harry Krueger, C.L.U. Walter S. Davidson 225 BROADWAY BArclay 7-1070 
“Just a few steps from Grand Central” General Agents NEW YORK. N. Y. 
THE JULIUS M. EISENDRATH oe a ne eels wdeiaiadl 
AGENCY ' General Agent 
THE GUARDIAN Ss. D. ae og CL. ig scem of Board NEW ENGLAND MUTUAL LIFE 
LIFE INSURANCE COMPANY CONTINENTAL INSURANCE COMPANY 
1800 Empire State Building New York 1 ASSURANCE COMPANY 270 Madison Ave. New York 16, N. Y. 
CHickering 4-4400 76 WILLIAM STREET NEW YORK 5, N. Y. MUrray Hill 5-7200 1E 
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DAVID A. CARR AGENCY JOHN M. DEMAREST DAVID B. FLUEGELMAN, C.L.U. 
INC. General Agent General Agent 
CONTINENTAL ASSURANCE MANHATTAN LIFE INSURANCE CO. CONNECTICUT MUTUAL 
COMPANY Complete Brokerage Coverage LIFE INSURANCE COMPANY 
_ 30. E. 42nd St. - BOwling Green 9-5570 6 East 45th Street, N. Y. 17, N. Y. MU 7-5035 | } 150 
New York 17, N. Y- OXford 7-3424 107 William St. New York 38, N. Y. Pension Trusts - Business Insurance - Estate Planning i 
C. W. SABIN, Manager KREBS & McWILLIAMS THE CHARLES B. KNIGHT 
THE JOHN STREET AGENCY Hl erence INC. 
CONNECTICUT GENERAL LIFE ; ees Go 7 
ques Se AETNA LIFE INSURANCE COMPANY THE UNION CENTRAL 
INSURANCE COMPANY . LIFE INSURANCE COMPANY 
55 JOHN STREET NEW YORK 38, N. Y. 151 William Street, New York 38 225 Broadway New York 7, N. Y. 74 Tr 
WOrth 4-6060 : REctor 2-7900 CHARLES N. BARTON, C.L.U., Pres. New | 
Maurice Ziff, V. Pres. Hubert E. Davis, V. Pres. 
GEORGE B. BYRNES JAMES F. MacGRATH, JR. THE SULLIVAN AGENCY 
AGENCY Guaiheans _— MUTUAL LIFE | 
seers . NSURA 
NEW ENGLAND MUTUAL LIFE THE UNITED STATES LIFE ns cai aiaaal 
INSURANCE COMPANY INSURANCE COMPANY Dates 2. Gili Edward J. Emmet 
527—Sth Ave. New York 17, N. Y. 84 WILLIAM STREET NEW YORK 38 General Agent Supervisor 
MUrray Hill 7-0800 HAnover 2-7865 107 William Street New York 38, N. Y. 
WHitehall 4-5926 
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SECURITY MUTUAL LIFE INS. CO. 
500—Sth Ave. New York 36, N. Y. 
CHickering 8-8330 
Murray Waldman, Asst. Gen. Agt. 


| HOEY AND ELLISON LIFE 

| AT BOSTON AGENCY INC. 
WALTER W. CANNER, President 

EQUITARLE LIFE INSURANCE CO. 











FROM THE OF IOWA 
118 William St., 38, N. Y. BA 7-4800 
129 Church St., New Haven 8-4114 
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THE PRUDENTIAL INSURANCE CO. 
OF AMERICA 


THOMAS W. MELHAM, C.L.U. 
E. B. Eichengreen C. W. Palady CC. J. Weppler 
21st Floor, 161 William St., N. Y. 38, N. Y. 
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CONGRATULATIONS 
THE FRASER AGENCY M. L. CAMPS HARRY GUTMAN, C.L.U. 
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THE CONNECTICUT MUTUAL Son h of the Life Underwriters Association of New York 
bre ne HAROLD N. SLOANE 
LIFE INSURANCE COMPANY wurudtf/isee Insveance a Harry A. Gruber Associates 
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Telephone ELdorado 5-1700 LOUIS REICHERT L. I. LESTER 
DAVID MARKS, JSR., C.L.U. General Agent, Life Dept. General Agent 
General Agents MUTUAL TRUST 
NEW ENGLAND MUTUAL TRAVELERS INSURANCE COMPANY } LIFE INSURANCE COMPANY 
v. ¥. LIFE INSURANCE COMPANY 45 John Street, New York Tel. RE 2-7282 45 John St., New York City COrtland 7-6030 
1 E. 47th STREET NEW YORK FRANK S. GROH, Manager Mitchell Goodstein, Manager 
| OTTO M. SHERMAN 
.U. ROSWELL W. CORWIN, C.L.U. “ THE MACCABEES 
bed FRANK T. CROHN, C.L.U. aroma 
General Agents etropolitan Agency 
NEW ENGLAND MUTUAL LIFE CONSTITUTION AGENCY ‘ 
INSURANCE COMPANY THE UNITED STATES LIFE 
5035 ; 150 BROADWAY NEW YORK 38, N. Y. INSURANCE CO. 60 EAST 42nd St. NEW YORK CITY 
wal 4 BEekman 3-6620 119 West 57th Sug | ees ClIrcle 6-2736 MU 2-1630 
YOURS FOR LIFE 
A. J. JOHANNSEN 
FS ind ASSOCIATES MICHAEL J. DENDA MATT JAFFE ASSOCIATES LTD. 
a: ueesteuecen Resident Vice President General Agents 
G4) = MUTUAL LIFE UNION MUTUAL LIFE INSURANCE UNION CASUALTY AND 
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RUSSELL E. LARKIN THE MUTUAL ! RAYMOND F. THORNE, C.L.U. 
| Manager BENEFIT LIFE "General Agent 
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: CONNECTICUT GENERAL LIFE COMPANY : Over 100 Years of Security and Service 
BERKSHIRE LIFE INSURANCE CO. 
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Field Practices Committee Urges Local 
Blacklist of Sellers of Tontine Policies 


Since the midyear meeting in New 
Orleans, the business of this com- 
mittee has been devoted almost 
solely to further consideration of 
semi-tontine policies. More than a 
hundred letters on this subject have 
been received and sent by the chair- 
man of the committee. In addition, 


Age 10—amount $5,000— 
20 pay life—annual pre- 


i Eee sie $ 165.65 
Guaranteed cash value— 
a rer rr 1,770.00 
Estimated annual divi- 
dends—accumulated 20 

A EELS ere 331.30 


years 





Examination of proposals for semi-tontine policies reveals a ten- 
dency to mislead and deceive, to make unlikely contingency assump- 
tions with respect to termination ratio and investment experience 
and to aim at making excessive profits at the expense of the public, 
the committee on field practices reports in urging legislation in every 
state to outlaw the sale of such policies and in recommending that 
local associations deny membership to agents of companies selling 


them. 





many specimen proposals of various 
companies offering semi-tontine pol- 
icies for sale have been filed with 
the committee. 

In essence, the “tontine” idea adds 
to perfectly legitimate legal reserve 
life insurance policies, a lottery or 
gambling element, by whatever name 
called, under the guise of profit- 
sharing, frequently combined with 
speculative investment. Our _pri- 
mary objection to such plans lies in 
the fact that, all too often, they are 
marketed by sales presentations and 
techniques that are deceptive and 
misleading to the prospective buyer. 
The vicious nature of such presenta- 
tions is well illustrated by the fol- 
lowing direct quotation from one 
actual sales proposal, which could be 
repeated many times over with 
minor variations: 


Estimated value of spe- 

cial contingency fund 

dividend at 20 years .. 8,656.16 

Presumably, a portion of the pre- 
miums paid by the policyholder is 
allocated to the above-mentioned 
“special contingency fund,” which 
the proposal represents will be in- 
vested in the “earning securities” of 
30 well known American corpora- 
tions. At the 20th year those policy- 
holders who survive (have not lapsed 
by death or default) will share in 
the distribution of this contingency 
fund; and it is from this source that 
the estimated contingency fund divi- 
dend of $8,656.16 at the 20th year is 
to be derived. 

It is further stated in the proposal 
that the estimated value of the 20th 
year dividend is based upon (1) the 
“assumed termination rate” (which, 


however, is not specified) and (2) “a 
repetition of the dividend and mar- 
ket price history, 1919-1938” of the 
30 companies referred to above. 
First of all, it is obviously impos- 
sible for us to make an intelligent 
appraisal of the validity of the as- 
sumed termination rate used in this 
particular proposal, inasmuch as it 
seems to have been left entirely to 
the imagination. However, we do 
note that in other, similar proposals, 
the termination rate frequently is 
assumed to be as high as 15%-17% 
per year over the 20-year tontine 
period, which, so far as we can de- 
termine, has no basis in fact in the 
known experience of any company. 
Second, we would observe that 


picking a list of profitable securities, 
using a 20-year experience period in 
years long past, is only a matter of 
reading old records. These fantastic 
estimates of possible profits dangled 
before the prospect as the glittering 
bait may be mathematically possible, 
but their realization, as a practical 
matter, depends upon the highly un. 
likely event that the contingencies 
assumed with respect to termination 
ratio and investment experience ac- 
tually come to pass over the next 
20 years. 

By the same process of reasoning, 
we might, with equal confidence, 
also predict that Sam Snead, who 
can drive a golf ball 300 yards, would 

(CONTINUED ON PAGE 82) 








First 26 Weeks on the Debit 


(CONTINUED FROM PAGE 23) 





superintendent—the one on whose 
staff the agent is assigned. 

During the early weeks of an 
agent’s service, the manager does 
some field work in order to deter- 
mine the agent’s progress and the 
adequacy of his training. This proves 
helpful, not only to the agent, but 
also in his guidance of the superin- 
tendent’s activities. 

During the early months of the 
agent’s service, it is necessary that 
his every activity be closely super- 
vised. From a study of his collection 
book, his superintendent can super- 
vise his activity in debit manage- 
ment. From careful, frequent stud- 
ies of his prospect records, the 
superintendent can determine his 
progress and weaknesses. As the 


agent progresses, supervision may 
not be as detailed, but it should, 
nevertheless, be close and continu- 
ous. Even after he is experienced, 
close supervision of his accumulated 
commissions is necessary. If neg- 
lected, it is all too easy for the agent 
to find himself starting a new quar- 
ter with small distributable commis- 
sions—which often leads to a final. 
Purposely no attempt has been 
made to discuss our method of teach- 
ing a new agent that part of the life 
insurance business which can be 
learned from books. In conclusion, 
1 will merely state that he regularly 
studies a development course and 
completes bi-weekly quizzes which 
are graded in the home office and 
returned for review with him. 
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GENERAL AGENTS & MANAGERS 








SALINGER and WAYNE 


General Agents 


MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


521—5th AVE. NEW YORK 17, N. Y. 
VAnderbilt 6-0200 


WILLIAM A. ARNOLD, Il 


General Agent 


161 William St., New York 38, N. Y. WO 4.2367 
HOWARD D. FONZ, Brokerage Manager 


TIMOTHY W. FOLEY 


General Agent 


STATE MUTUAL LIFE 
INSURANCE COMPANY 


370 Lexington Ave. New York 17, N. Y. 
MUrray Hill 3-4417 








THE JAMES G. RANNI 
ORGANIZATION 
General Agent 
MANHATTAN LIFE INSURANCE 
COMPANY 


521 FIFTH AVE. NEW YORK 17, N. Y. 
MUrray Hill 7-8750 











W. L. PERRIN & SON, INC. 
General Agents and Underwriters 
CONTINENTAL ASSURANCE 

COMPANY 
PAR AND NON PAR 
Perrin Building 


75 MAIDEN LANE NEW YORK 38, N. Y. 
“A Friendly Office” 








THE BRAGG AGENCY 
JAMES ELTON BRAGG, C.L.U., General Agent 


THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


Home Office Agency 
50 UNION SQUARE, NEW YORK 3, N. Y. 





GRamercy 3-3000 
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Frank Cooper Succeeds Gerald Page 
| As Head of American Society of CLU 


The election of Frank Cooper, 
Southwestern Life, Fort Worth, as 
resident of American Society of 
CLU was announced at the annual 





| 








Gerald W. Page Frank Cooper 


| meeting of the society held during 
' the NALU convention in Boston. 
_ He succeeds Gerald W. Page, Provi- 
dent Mutual, Los Angeles. Election 
was by a mail vote. 
Others elected are George Neit- 
lich, manager Metropolitan Life, 
Everett, Mass., Ist vice-president; 


Harry Krueger, general agent North- 
western Mutual Life, New York 
City, 2nd vice-president; Fitzhugh 
Traylor, manager Equitable Society, 
Indianapolis, secretary and Freder- 
ick W. Floyd, manager, Life of Vir- 


c : ginia, Philadelphia, treasurer. 


New directors for regions A, B, C, 
D and E in that order are Franklin 


. F. Pierce, general agent Mutual Ben- 
_ efit Life, Springfield, Mass.; Sid Ma- 


rean, broker, Cincinnati; Laurie F. 


Pratt, Jr., Penn Mutual Life, Knox- 
_ ville; Jack C. Windsor, manager 


Connecticut General Life, Milwau- 
kee, and Robert L. Woods, general 
agent Massachusetts Mutual Life, 
Los Angeles. There are also five 
holdover directors. 

Mr. Cooper began in life insurance 
with Southwestern Life at Dallas in 
the home office. A year later he was 
appointed home office conservation 
representative in east Texas and in 
1937 became assistant branch man- 








NALU Group Committee Report 


(CONTINUED FROM PAGE 22) 





unemployment will cause many per- 
sons to lose their group coverage. In 
such cases, the worker’s insurance 
protection would generally be lost at 
a time when he was least able to 
afford to replace it with personal 


insurance. This would be particu- 
larly true in the case of older workers 
because of the substantially higher 
premium rates that they would have 
to pay. 

Another important problem that 


ager in Fort Worth. He was ap- 
pointed general agent in 1943. 

Mr. Cooper is past president of 
Fort Worth Assn. of Life Under- 
writers, Fort Worth General Mana- 
gers Club, and Fort Worth CLU 
chapter. He is past chairman of the 
committee on cooperation with the 
attorneys, accountants and trust offi- 
cers of the Texas Assn. of Life Un- 
derwriters and a past chairman of 
Trust Council of Fort Worth. Also 
he has been director of American 
Society of CLU, 2nd vice-president 
and vice-president of the society and 
also was chairman of the society’s 
Query board. 








had the consideration of our com- 
mittee this year concerned the fed- 
eral government’s proposal to pro- 
vide group life insurance for sub- 
stantially all its civilian employes 
under a contributory plati to be 
underwritten by private insurers. 
NALU was asked to endorse this‘ 
proposal. After consultation with 
representatives of the American Life 
Convention and the Life Insurance 
Assn. of America and reviewing the 
proposed bill (S. 3507, later renum- 
bered S. 3681) that was subsequently 
introduced in Congress to provide 
the appropriate legislative authority 
for the plan, we determined that it 
conformed to the usual standards 
of employer-employe group coverage. 
We also learned that unless the priv- 
ate insurance industry agreed to go 
along with the proposal, the govern- 
ment would, in all likelihood, resort 


to self-insurance in this area. In view 
of these facts and of the further fact, 
mentioned above, that the insurance 
was to be provided by private in- 
surers, we recommended to the na- 
tional council and the board of 
trustees at the midyear meeting in 
New Orleans that NALU express its 
approval of the proposal provided 
that “in the development of the plan 
the government be urged to recog- 
nize and utilize the services of life 
insurance agents to the extent prac- 
ticable.” Both the national council 
and the board adopted this recom- 
mendation. 

The above-mentioned bill has now 
been enacted into law and the neces- 
sary steps are being taken to put the 
group life insurance program into 
operation. We understand that 
certain agents will be compensated 
for services rendered by them in 
evolving the plan, which is as it 
should be. We also think that ade- 
quate compensation should be paid 
to agents in the future for their 
services in effecting conversions 
under the plan. 

At the moment, our committee’s 
greatest concern is the growing prac- 
tice of certain life insurance com- 
panies to provide decreasing group 
term life insurance coverage for per- 
sons buying mutual fund shares on 
the installment basis under planned 
investment programs, the idea being 
that in the event of a purchaser’s 
death before completing his invest- 
ment program, the insurance pro- 


(CONTINUED ON PAGE 44) 
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GRANT TAGGART 
COWLEY, WYOMING 


Life Member; Past Chairman, 
Million Dollar Round Table 
and Past President, NALU. 





SEATTLE, WASH. 


life and Qualifying 
Member. 


R. BRUCE PARKER J. J. HALLAHAN 
SAN ANTONIO, TEXAS DALLAS, TEXAS 
Life and Qualifying Life and Qualifying 
Member. Member. 


BRYAN C. STANGLE 








ALFRED E. GAUMER 


RED BLUFF, CALIF. 


Life and Qualifying 
Member. 





J. EDGAR NELSON 
LOS ANGELES, CALIF. 


life and Qualifying 
Member. 


California-Western States Life Insurance Company 


HOME 


OFFICE: 


SACRAMENTO 
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Charles L. J. Fee General Agency The LIFE INSURANCE MANAGERS ASSOCIATION, INC. LOS ANG 
Charles L. J. Fee, General Agent 
Cliff Dancer, Brokerage Manager 
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MUTUALS LIFE INSURANCE COMPANE 








BOSTON, MASSACHUSETTS Mm eC Fn AON wi 
DUnkirk a 
600 S. New Hampshire Los Angeles 5 
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WALTER S. PAYNE AGENCY 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


Western Home Office: Los Angeles, Calif. 
Division Managers 
Hal Rudolph 


Ray Minner 


Brokerage Managers 
Carl Kotter 
Robert Morris 


TUcker 6251 
210 West 7th Street 


Los Angeles 14 








THE A. C. KRAUEL AGENCY HENRY E. BELDEN, C.L.U. 
A. C. Krauel, General Agent Pu “ basen ‘ 
PACIFIC MUTUAL LIFE’ Southern California-Arizona Branch 
INSURANCE COMPANY THE UNION CENTRAL LIFE 
or INSURANCE COMPANY 

TRinity 9501 


MUtual 2137 
LOS ANGELES 14 530 West Sixth St. 


523 WBST 6th ST. 


Los Angeles 14 














T. R. (BOB) MACAULAY 





















































CHARLES E. CLEETON Walter Stoessel and Associates 
General Agent AGENCY go ae Avesta Coen Agent 
STATE MUTUAL LIFE ASSURANCE IFE IN ANCE or to es Serene Seer 
COMPANY ee NATIONAL LIFE OF VERMONT 
530 W. 6th Daa nas mee ee 14 Robert B. Ogden, Jr., Associate Gen. Agent National Oil i iain nae 
“Specializing in Service to Brokers” 530 West Sixth Street Los Angeles 14 a Rk: Bee Los Angeles 17 510 
om 
W. W. STEWART GEO. N. QUIGLEY, JR., C.L.U. LLOYD W. HUMMEL 
General Agent Branch Manager General Agent 
PACIFIC MUTUAL LIFE MANUFACTURERS LIFE INS. CO. BANKERS LIFE INSURANCE 
INSURANCE COMPANY Ed. Linsenbard, Brokerage Mgr. COMPANY OF NEBRASKA 
TRinity 0361 MAdison 9-256 . MAdison 6-4433 
510 West Sixth St. Los Angeles 14 609 South Grand Ave. Los Angeles 17 609 South Grand Ave. Los Angeles 17 510 
poche --1--+ rr lamas ARTHUR R. KRAUSSE & CO., INC. GEORGE A. LANDIS 
nen Lloyd’s London Cor dent State Manager 
6. Mecock” oyd’s ndon Correspondents e £4 
a i Forvnsess ethene UNITED STATES AND CANADA THE FRANKLIN ee 
Peston, Massachusstts Accident and Health exclusively COMPAN’ ’ 
CARLOS F. SCHUSTER, Brokerage Manager . Springfield, Illinois 
GERALD F. FIRESTONE, Brokerage Supervisor 649 South Olive Los Angeles 14 TRinity 6881 . 
inity 3421 TUcker 1153 les Angeles | 
510 West 6th St. a Los Angeles 14 — 530 West 6th Street Los Angeles 14 | 609 
THE NORTHWESTERN MUTUAL William J. Schloen Harry Levey RI 
GERALD W. PAGE, C.L.U. LIFE INSURANCE COMPANY SCHLOEN - LEVEY AGENCY 
General Agent . General Agents 
THE MANHATTAN LIFE INSURANCE CO. 
eet et aes — JOHN R. MAGE, C.L.U. Perry Logan, Brokerage Mer. * 
INSURANC MPA General Agent TELEPHONES: CRestview 4-5357 
Telephone: TRinity 3151 TRinity 3821 page _ BRa < aw 2-1380 ; : 
530 West 6th Street Los Angeles 14 609 South Grand Ave. Los Angeles 17 a ae a, a5 
JACK WHITE AGENCY HAND = yee 








Jack White, C.L.U., Manager 




















paring THE YATES-WOODS AGENCY 
ee eee hn W. Yates and Robert L. Woods, Gen. Agent. 
AETNA LIFE INSURANCE COMPANY — a an re 
THE PRUDENTIAL INSURANCE O’Brien Sawyers, Jos. F. Bradley, Robert H. DeBusk MASSACHUSETTS MUTUAL LIFE 
COMPANY OF AMERICA Assistant General Agents INSURANCE CO. 
cise =~ Holeman Grigsby George F. Dahlin eee 
5657 Wilshire Blvd. Los Angeles 36 Manager Group Dept. Agency Supervisor Lies DUnkirk 1-3181 
WEbster 3-8211 810 S. Spring St. TR 1771 Leu Ammelens t6 2601 Wilshire Blvd. Los Angeles 600 
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ANGELES, join the CALIFORNIA LIFE UNDERWRITERS LEISURE, WERDEN & TERRY 
WHITE, C. L. U., for TRUSTEE—N. A. L. U. AGENCY 

















—“Brokerage Exclusively”’— 
: OCCIDENTAL LIFE INSURANCE 
COMPANY 


MAdison 6-4161 
Suite 323, General Petroleum Bldg., Los Angeles 17 











THE HAYS AGENCY 

Rolla R. Hays, Jr., C.L.U., General Agent 

. ' 8 NEW ENGLAND MUTUAL LIFE 
a INSURANCE COMPANY 
Harold P. Morgan, Asst. Gen. Agt., Brokerage Service 
met Charles C. Nalle, Asst. Gen. Agt., Pension Planning 
YP, ie : : bt a5 a mv mt | D. Kenneth Elliott, Manager, Agents Training 
- . i Bree Pb Be —— ees gE Suite 512, Statler Center — 900 Wilshire Boulevard 

He s ‘ : ee ss eee ee ; Los Angeles 17 MAdison 6-5881 
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M. E. 1 son, eral Ag 
INSURANCE COM PANY c gorge mine “Field. Digector 
Mark S. Trueblood, Manager abies enpesindndai apaened 
George Alvord, Brokerage Manager SadtieAaeas Cannes 
aaea NS L i AN 
ic in: Se q DUnkirk 8-6151 
South Grand Ave. Los Angeles 17 612 South Shatto Place Los Angeles 5 
-_ STANLEY J. NEUMAN NEIL BURTON WALTER G. GASTIL 
General Agent Manager Manager Southern California 
t CONTINENTAL ASSURANCE CANADA LIFE ASSURANCE CONNECTICUT GENERAL LIFE 
COMPANY COMPANY INSURANCE COMPANY 
TRinity 6356 MAdison 9-1671 Richard eee pee will Mer. 
uisay A Boker Sori, “Prompt Brokerage Service Stiga Baha 
es 17 510 West Sixth St. Los Angeles 14 933 Subway Terminal Bldg. Los Angeles 13 601 So. Kingsley Drive Los Angeles 5 
HAROLD D. LESLIE, C.L.U. LIFETIME INCOME AGENCY JOHN FORD 
( h B irs M 
NORTHWESTERN NATIONAL LIFE Josep rothers and Hirschorn) anager 
INSURANCE COMPANY UNITED INSURANCE CO. OF ILLINOIS STATE MUTUAL LIFE ASSURANCE 
Robert C. Hess, C.L.U., Agency Supervisor George E. Orling, Manager COMPANY 
Robert R. Leslie, Brokerage Manager TRinity 9138 DUnkirk 5-3545 
+53 17 a a _— 4767 —— 117 West 9th St. Los Angeles 15 3535 West Sixth St. Los Angeles 5 
J. C. SCHAEFER, C.L.U. JOHN A. BARRY ALBERT L. JASON 
Manager Menager Manager 
SAYRE, TOSO & SCHAEFER, INC. i I 
; California General Agents CANADA LIFE ASSURANCE OY ie Ge ee 
GREAT-WEST LIFE ASSURANCE wae ton _ DEWISION MANAGERS — 
COMPANY “Brokera ig ly” Frank Cuce, Ernest T. Plummer, Norman Bluebond 
é MAdison 6-8237 ‘ Le ono DUnkirk 5-2841 
s 14 | 609 South Grand Ave. Los Angeles 17 1092 S. LaBrea Ave. Los Angeles 19 611 South Oxford Ave. Los Angeles 5 
UNION MUTUAL LIFE INSURANCE CO. 
RICHARD M. GROSTEN AGENCY SWETT & CRAWFORD, Pacific Coast Managers ARTHUR E. KRAUS, C.L.U. 
General Agents CYRUS G. SHEPARD, Manager General Agent 
) THE MANHATTAN LIFE INSURANCE mii ee ae PACIFIC MUTUAL LIFE 
COMPANY OF NEW YORK Masten: aie demain INSURANCE COMPANY 
MIchigan 8228 Robert L. Roberts, Group Field Supv. DUnkirk 1-3851 
215 West 5th St. Los | DUnkirk 1-3211 3 . wos Angeles £ 
Sait + Angee 1 3450 Wilshire Blvd. r Los Angeles 5 siecle’ Ep aes 
Y T. G. Murrell W. L. Murrell BRUCE R. GILBERT N. J. NELSON 
eae and Associates GC al A 
it REE RRRITMERS Bruce R. Gilbert, General Agent ; seca LIFE 
" PACIFIC MUTUAL LIFE P 
MUTUAL BENEFIT LIFE INS. CO. INSURANCE, COMPANY INSURANCE COMPANY 
DUnkirk 8-212] ARi: 9-3709 s 2. YOrk 1144 
eles 600 South Harvard Los Angeles 5 1072 edlons om Wied a paced 4 6336 Wilshire Blvd. Los Angeles 48 
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Urges Blacklist of Tontine Sellers 


(CONTINUED FROM PAGE 28) 





some day shoot 18 holes in about 33 
strokes by the simple process of hol- 
ing out every shot he made within 
300 yards of the pin. 

We would further observe that the 
premium of $165.65 quoted for this 
particular semi-tontine policy is ap- 
proximately $60 higher than for rep- 
resentative non-participating 20-pay 
life policies without the tontine fea- 
ture. Therefore, the semi-tontine 
company will collect about $1,200.00 
more in premiums over 20 years than 
will a company selling a standard 
type of 20-pay life policy. On each 
such policy the guaranteed non-for- 
feiture values are almost identical, 
from which it is apparent that the 
semi-tontine company is putting no 
more into reserves. In none of the 
proposals seen by the chairman of 
this committee does the semi-tontine 
company promise to put as much as 
one-half of the excess portion of the 
premium charged into the special 
contingency, or profit sharing, fund. 
Hence the objective of these semi- 
tontine plans to reap excessive profits 
at the expense of the public, stands 
clearly revealed. 

The substance of this report up to 
this point is repeated in more detail 
in an article on semi-tontine policies 
published in the September issue of 
Life Association News. It is the pur- 
pose of this report and of the above- 
mentioned article to alert every 
NALU member to the problem at 
hand and to review the actions al- 
ready taken by our Association in 
this area and to recommend a future 
course of action. 

First, we note that only about a 
half-dozen states now have laws spe- 
cifically prohibiting the sale of semi- 
tontine policies, by whatever name 
they may be called. We believe that 
such legislation in every state is the 
only complete defense. A suggested 
model bill of this nature has been 
prepared at headquarters and _ has 
been made a part of the annual re- 
port of the committee on state law 


and legislation. We join with that 
committee in urging the national 
council and the board of trustees to 
approve the form of this bill. We 
further urge that upon approval of 
the bill, the state associations in 
those states where the sale of semi- 
tontine policies has not been clearly 
outlawed commence to work for the 
enactment of the bill at the earliest 
possible moment. 

Although we recommend the en- 
actment of specific anti-tontine legis- 
lation as the only sure remedy for 
the problem, we also wish to call 
attention to the fact that semi-tontine 
policies (or the manner in which 
they are sold) may violate other, 
more general state laws, as has been 
shown to be the case this year in the 
states of Idaho and South Carolina. 
Therefore, pending the enactment 
of specific preventive legislation, we 
feel that state association leaders will 
be well advised to discuss with their 
insurance commissioners the ques- 
tion of the legality of these policies 
within the framework of existing 
state laws. 

We further recommend that our 
local associations deny membership 
to the agents of all companies selling 
semi-tontine policies and that no ad- 
vertising in Life Association News 
be accepted from such companies. 

Finally, we urge that every 
member of NALU and of every 
affliated organization—the MDRT, 
WQMDRT, CLU, LUTC and 
GAMC — both individually and 
through their organizations, alert 
our clients and the buying public 
to the deceptive nature of these 
semi-tontine proposals. 


‘Life Insurance Plans’ 
Makes Hit with Agents 


S. R. Hurt, vice-president of the 
Institute for Business Planning, Inc., 
who is on hand for the NALU con- 


loose-leaf “Life Insurance Plans’ 
service is getting an exceptionally 
favorable response from life insur- 
ance people in the field and the 
home offices. 


Mr. Hurt said this service, edited 
by William J. Casey, nationally 
known tax attorney, was inaugurated 
because so many life agents and 
others who advise on life insurance 
problems, who have used other in- 
stitute publications with much suc- 
cess, requested Mr. Casey to publish 
a monthly service dealing specifically 
with life insurance problems. In the 
introduction to the service Mr. 
Casey says, “This volume has been 
planned to present in an organized 
manner the best thinking and tech- 
niques using insurance to solve per- 
sonal, business and financial prob- 
lems. The author’s background and 
experience will be supplemented by 
the continuing research of the IBP 
staff. 


“The use of insurance methods 
will be continuously reviewed in the 
light of the new tax law and 
the regulations it will require—the 
changes in economic and investment 
conditions—the testing and develop- 
ment of new methods and strategies.” 


The service is contained in the 
usual IBP gold imprinted binder, 
with tabbed sections to take care of 
the following subjects: Formulating 
objectives and financial program- 
ming; income and capital accumu- 
lation, estate planning, underwriting 
corporate values, partnerships and 
proprietorship security, key-man pro- 
tection, retirement planning, family 
security, executive compensation, 
rank-and-file coverages, pension and 
profit-sharing, and specimen insur- 
ance plans. 


With each monthly supplement 
subscribers receive a special thought. 
provoking booklet on a phase of 
financial planning and many life 
agents are distributing copies to cli. 
ents and prospects. The first booklet 
was titled How Tax Savings Buy 
Security, and the second, just off 
press, Your Insurance and the New 
Tax Law. In addition, a special 
four-page Life Insurance Plannin 
Notes goes to subscribers with the 
monthly supplement, and the first 
Notes contains a check list of 25 
points on How to Review an Insur- 
ance Program in the Light of the 
Eisenhower Tax Law. 

The Institute for Business Plan. 
ing will send without charge a copy 
of LIP Notes and the booklets to any 
who request it. 

The subscription rate for Life In. 
surance Plans is $36 a year. The 
Institute for Business Planning has 
also brought out a new Estate Plans 
service, with which goes a monthly 
booklet on some phase of estate plan- 
ning, plus Estate Planning Notes 
each month. The subscription is 
also $36 a year. If the life insurance 
and estate plans services are ordered 
at the same time the price is $65. 


Here for General American 

Frank Vesser, vice-president of 
the ordinary life division, and Rich- 
ard H. Bennett, supervisor of St. 
Louis agencies, are here for Gen- 
eral American Life. 


American United Delegation 
Representing the American United 
home office are Emil C. Rassmann, 
advertising manager, Eugene M. 
Busche, William D. Moore, Jr., and 
Max W. Hittle, agency assistants. 











The committee on management practices of General Agents & 
Managers Conference has prepared for adoption by GAMC a code 
of ethics which it will present at the national convention for approval. 
The conference has great hopes for its new quarterly publication, 
“GAMC News.” It reports strides in membership (about 4,000 by 
the end of 1953), in promotion of its study group project, in 
recognition of its plan for training Community Chest workers, and 
in other areas. Seven more management conferences are scheduled 
vention, said his company’s new for this fall, and a new conference has been developed. 
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FROM THE NEWARK 
GENERAL AGENTS 


AND 
MANAGERS 





Newark 2, N. J. 


OSBORNE BETHEA 


Manager 


OSBORNE BETHEA and ASSOCIATES 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Suite 1115 National Newark Bldg. 


MArket 3-8000 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 
54 Park Place 


PAUL L. ee 
ASSOCIATES 


New Jersey General Agency 


Newark 2, N. J. 
MArket 2-6100 








General Agents 


1180 Raymond Commerce Bldg. 
MArket 4-6800 





BOWES AND JOSEPH 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
Newark 2, N. J. 


General 








John W. Wood, C.L.U. 


WOOD and CLUTHE 


STATE MUTUAL LIFE ASSURANCE 
COMPANY 
OF WORCESTER, MASSACHUSETTS 


744 Broad St., Newark 2, N. J. 


Agents 


MArket 4-3500 
Herbert F. Cluthe 








HENRY LEVINE, GENERAL AGENT 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


45 Commerce Street 


Newark 2, N. J. 
MArket 2-7146 
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Tells How Better Selection Helps 


(CONTINUED FROM PAGE 14) 





rubber concern. He was away from 
home four nights out of the week. 
His income was better than average. 
He approached the sales executive 
dub with his problem of making a 
change so that he could be in the 
city and close to his family. Again 
[ was able to see a possible successful 
career man. He accepted employment 
with us and I am very glad to say 
he is earning at the rate of $6,700 
for this year. 

Mr. F. was approached by his per- 
sonal friend, a successful agent in the 
district. He accepted employment 
with us, led the district in 1952, was 
a member of the president’s club 
that year and this year his earning is 
at the rate of $7,600. 

This adds up to “securing the 
new agent.” One from one of our 
agents in the district, two from assist- 
ant district managers, two through 
the sales executives club, and one 
from the lunch-counter exposure. 

In 1952 out of a staff of 40 agents 
we had two terminations or a total 
of three for the 24 months. In secur- 
ing the new agent, we find that it 
helps a great deal to have multiple 
interviews with him because on his 
first visit he is at his exceedingly 
best. The second one somehow or 
other, he gets a little more careless 





Membership 
Committee to 
Stress Enrollment 


We ended our membership year 
on June 30 last 2,128 below last year’s 
all-time high figure, but 160 above 
the total for June 30, 1953. Your 
chairman and vice-chairmen were 
naturally disappointed with this 
result, but in view of the increase 
in dues that took place on Jan. 1, 
1954, we must agree with the opinion 
stated by Treasurer Bethea in his 
cover letter to the June 30 Score- 
board that all the hard workers out 
in the field did a magnificent job 
and deserve high commendation and 
thanks from all of us. 

Particularly pleasing was the fact 
that renewal membership very nearly 
kept pace with last year and beat 
the ’52 record by about 1,500. Our 
concentration for the first half of 
the year was on renewals, and we 
are glad that it produced such a 
good showing. From now until the 
end of December most of our work 
will be directed towards new mem- 
bers, the area in which we fell beiow 
last year, and we have every hope 
of building a calendar year total 
which will give us the base from 
which to build even more success- 
fully during the 1954-55 association 
year. 

_ We feel that the pamphlet, Keep- 
ing Tabs, the first complete exposi- 
tion of NALU’s program and activi- 
ties that has been issued in some 
(CONTINUED ON 3RD COL.) 


in word and dress. The third inter- 
view, we really get down to cases and 
on the fourth one, he visits us in 
the attire, manner and attitude that 
we will be confronted with, day by 
day, if we employ him. 

In our city it is very easy to check 
references. This helps us to really 
get the low-down on our candidate. 
It is a must that the assistant district 
manager visit our candidate’s home 
and interview the wife in_ his 
presence at least twice. After we have 
evaluated all his attributes and had 
one or two of our associate assistant 
district managers interview him also, 
a decision is made to recommend 
him for employment and the final 
approval is in the hands of the home 
office. In our analysis of our appli- 
cant we try very hard to fit the man 
to the debit rather than the debit 
to the man. 


whee « 
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Pacific Mutual 





(CONTINUED FROM 1ST COL.) 
years, was definitely responsible for 
at least part of our success in renew- 
ing membership. We are glad to 
report that we still have an ample 
supply of this pamphlet and that it 


of them. 

The mat service provided for asso- 
ciations to run in local newspapers 
proved very popular, and the mats 
were used to good advantage particu- 
larly by our smaller associations. We 





From now until December most of the work of the membership 
committee will be directed toward increasing enrollment. The com- 
mittee hopes its successor next year will concentrate on combination 
and debit agents, pointing to a breakdown last October which showed 
only one-sixth of the potential in this segment has been enrolled. 
The pamphlet “Keeping Tabs” has been responsible in a great 
measure for success in renewals, which numbered 1,500 over 1952. 
A 15-minute slide film has been prepared to promote membership. 
The committee suggests that next year local associations be asked 
to set their own membership quotas rather than receiving an arbitrary 
percentage figure from headquarters. 





is available free of charge to any 
local association wanting to use it. 
We also reprinted in revised and 
more attractive form four smaller 
pamphlets: Make It For Keeps, Let 
George Do It, Debit or Credit and 
Are You Standing on the Outside. 
These, too, are supplied gratis by 
headquarters, and we urge your use 
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N. A. L. U. Member 


Meet him wu... GARELD WHITLAW 


of the Malcolm C. White Pacific Mutual 
General Agency, Oklahoma City 


... With Pacific Mutual since 1932. 
Million Dollar Round Table Qualifier 1953. National Quality 
Award Winner since 1948. Top-Star Member, Pacific Mutual Big 
Tree Leaders Club; and member Pacific Mutual Million 

Dollar Club with over three million in force. 


would like to urge any associations 
which did not take advantage of this 
membership building idea last year 
to try it out during the coming year. 
Many stragglers are brought into the 
fold if they know that unpaid dues 
will result in their names not appear- 
ing in a newspaper advertisement to 
(CONTINUED ON PAGE 42) 
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ey i Alumnus, Oklahoma Agricultural & Mechanical College. Three years 
ce 4 active duty with United States Navy (including serving as 
Pins Chief Insurance Officer, 7th Naval Dist.). 
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We salute you, Gareld—and along with you the entire N.A.L.U. membership! 


LIFE INSURANCE COMPANY 
Home Office—Los Angeles, California 


Life * Accident and Health « Retirement Plans * Group 
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Activating the Average Agent 
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how he wants them to do it. He 
doesn't tell his players, “Now, there 
are several different ways of blocking 
or running the ball on this play and 
it’s up to you to pick the way you 
want to block or run the ball.” 

No, sir, that is not the way he 
does it. He says, ‘““Now look, boys, 
here’s how we're going to run this 
play—here’s what I want you to do 
and here’s how I want you to do it.” 
Then he shows exactly what to do 
and how to do it — and you and I, 
whenever we lay our partisanship 
aside, are amazed at what a smooth 
job the average coach can get a 
bunch of boys to do! 

Now I know that most of us put 
out a lot of sales material, a lot of 
prospecting plans and a lot of operat- 
ing ideas—but let’s all back away 
from those materials for just a mo- 
ment and take a good hard look at 


them in the light of these three ques- 
tions: In that material: 

1. Have we stated definitely and 
positively just what jobs we want 
each new agent to do in selling life 
insurance? 

2. Have we set forth clearly and 
precisely just how we want him to 
do each of those jobs? 

3. Have we given him a ready- 
made, effective, easy-to-use tool for 
doing each of those jobs? 

Let me illustrate quickly by show- 
ing just a few of the tools we use in 
our company to activate the average 
agent. However, before showing 
them, I want to make it very clear 
that we know we are far from being 
finished in this task of creating the 
tools our average agent needs. For 
six years we have been working 
tooth and toenail toward that end, 
but there still remain for future de- 





i This symbol 


represents security 


and protection 


THE BUFFALO which symbolizes The Farmers & 
Bankers Lite Insurance Company was selected for the Company's trade-mark 


for a number of reasons. 


He is distinctively American — a true native of the 
Great Plains where the Company had its origin. His great bulk suggests dignity. 
His ton weight or more of fast moving muscle, sinew, and bone typifies the 
strength, the alertness, and the quality of F&B protection. His loyalty to his 


family and his group is traditional. 


The Buffalo makes an arresting figure — known and 
quickly recognized everywhere. With his head lowered in readiness to charge, 
his figure suggests power and vigorous action. 


Historically, the Buffalo, whose correct name is the 
Plains Bison, offers many interesting associations with the background, aims, 
and objectives that are inherent with The Farmers & Bankers Life. The Buffalo 
was faithful and vigilant in the protection of his family and herd, as is The 
Farmers & Bankers Life, an institution devoted to the protection of the American 
family. Management has always recognized that the Company’s first responsi- 


bility is to its policyholder family. 


For the Indians and pioneers of his native habitat, 


the Buffalo supplied food in abundance, 


and his hide provided clothing, bed- 


ding, rugs, and shelter, as does F&B through the medium of Life Insurance. 


The Buffalo was not a predatory animal, surviving 
at the expense of others. For all his great size and strength, he sought only 


independence and security. 


The Company is constantly on the alert, seeking 


ve presentatives 


qualified to uphold these objectives. 


The Farmers & Bankers Life 
Insurance Compan 


WICHITA, KANSAS . 








velopment far more tools than the 
number we have devised and in- 
stalled to date. 

With that bit of clarification, then, 
here is one of the tools we use. It 
is a four-page sales folder called the 
“Accumulator.” 

These first three pages cover the 
life situation and the problem. These 
demonstrator figures cover the solu- 
tion. This savings line covers the 
close. And in its entirety, this four- 
page folder does the double job of 
visualizing the sales track for the 
agent and visualizing the sales ideas 
for the prospect. 

And base is a tool we call our 
“brain book’’—and this is the portion 
which is used with the accumulator 
plan. 

Here on this one page is every 
figure the agent needs to fill in this 
demonstrator—in the order he needs 
it, and for every age from “0” to 
“60. 


Simple, Effective 

And here on these other five pages 
are five different units of illustration 
for the accumulator plan. (Again— 
on one page—every figure he neds— 
in the order he needs it—and for 
every age from “0” to “50.”’) 

Now this accumulator sales folder 
is just as complete, just as simple 
and just as effective a tool for its 
job as this brace and bit is for its 
job. Based on actual field experience, 
we know that if the average agent 
simply lays down this four-page 
folder, covers these three pages, fills 
in these figures and uses this savings 
line, he will make a high enough 
percentage of sales to succeed and 
stay in business. I could spend the 
rest of the afternoon giving actual 
case histories of how this very simple 
tool has activated our average agents, 
but I doubt that you would want to 
listen to them, and I know the chair- 
man would soon be pulling at my 
coat tails. 

And here’s the tool we have de- 
vised for teaching the accumulator. 
It’s a training tool—and it makes it 
easy to teach the agent everything 
he needs to know and do to use the 
accumulator plan successfully. 

Here on this first page is every- 
thing we need and want for building 
the average agent’s attitude for using 


the accumulator plan — just one 
8 x 11 page. 

Here on this second page is every- 
thing we want the average agent to 
know and do about profitable pros- 
specting for the accumulator plan— 
—just one 8 x 11 page. 

And here are the two prospecting 
tools we give him to make it simple 
and easy to do the jobs we have out. 
lined for him on this page. 

Here on this third page is every- 
thing we want the average agent to 
know and do about money-making 
mechanics (or work habits or opera- 
tions) for the accumulator plan — 
just one 8 x 11 page. 

And here are the three money. 
making mechanics tools we give him 
(prospect card, weekly commission 
builder and treasure chest guide 
cards) to make it simple and easy to 
do the job we have outlined for him 
on this page. 

On this fourth page is everything 
we want the average agent to know 
and do about successful selling with 
the accumulator plan—just one 8 
x Il page. 


Other Tools 


And you have already seen these 
tools (accumulator folder and brain 
book) which we give him to make it 
simple and easy to do the jobs we 
have outlined for him on this page. 

And on these following pages is 
the complete accumulator sales talk, 
which we tell him to master but not 
to learn verbatim. He doesn’t have 
to learn it verbatim — because this 
sales folder will visually guide him 
through the presentation and close. 

Now without stopping to go 
through them in detail, here are five 
other sets of tools for five other sales 
plans which in time, we wish our 
average agents to know and be able 
to use when needed. In each one 
of them we: 

1. State definitely and _ positively 
just what jobs we want the average 
agent to do in using the plan. 

2. Set forth clearly and precisely 
just how we want him to do those 
Jobs, and 

3. Provide him with simple, effect- 
ive easy-to-use tools for doing those 
jobs. 

Now there is one further charac- 
teristic of these additional sets of 
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BOSTON 


The key will be under 


We hope you enjoy historic Boston and 
that you'll have time for a visit at 19 Deer- 
field Street (near intersection of Beacon 
and Commonwealth in Kenmore Square). 
JOHN M. POWELL, President @ FRED R. HENNIG, Agency Vice President 
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tools which we feel is worthy of 
special comment here. In each of 
them we use over and over again the 
same skills and techniques the agent 
has mastered in using his first set of 
tools for the accumulator plan. Re- 
member — we want to activate the 
average agent—so we make the maxi- 
mum use posible of the same jobs, 
the same methods and the same, or 
very similar, tools for each of these 
other plans. Thus, our average agent 
can transfer to these other plans 
60%, 70%, or 80% of what he has 
already learned in mastering his first 
Jan. And that alone, we have found 
from actual experience, is a great 
help in activating the average agent. 


Kindergarten Stuff 

Now I realize that everything I 
have been talking about is rudi- 
mentary—actually kindergarten stuff. 
And that, I think, is one of the chief 
reasons why, as an industry, we have 
shied away from going all out on 
this particular phase of our job. We 
think that both we and our agents 
are way beyond this sort of thing, 
so we won’t demean ourselves to 
work on it. But can we say that our 
average agent—the “little man who 
isn’t there anymore”’—the 50% of 
our present agents who fail and pass 
out of the business in five years’ time 
-and the 80% of our new recruits 
who fail and pass out of the business 
in three of four years’ time—can we 
say that they are way beyond these 
simple rudimentary things? They 
never do master these simple rudi- 
mentary things which are the very 
foundation of all success in this busi- 
ness, And that’s why we can’t seem 
to activate them — that’s why they 
fail and pass out of the business. 

And what about ourselves? Are 
we ‘way above these simple, rudi- 
mentary things? Well, so long as 
30% of our productive manpower is 
dribbling away in five years’ time 
and so long as 80% of our new re- 
cruits fail and leave the business 
within three or four years, can we 
honestly say that we are way above 
these simple, rudimentary things? 


Has Had Experience 


Believe me, it is very humbling to 
sit down to work out the tools to 
help an average agent get done the 
very simplest parts of his job—only 
to find out that you don’t even know 
definitely and positively just what 
jobs you want him to do—let alone 
knowing clearly and precisely just 
how you want him to do these jobs. 
And the toughest part of all comes 
when you try to devise those simple, 
elective, easy-to-use tools for doing 
those jobs. How do I know it’s so 
tough? How do I know it’s so hum- 
bling? Simply because I have had that 
tough and humbling experience so 
many times myself. And I’ll bet that 
most of you in this room could tell 
me of just such tough and humbling 
experiences of your own. 

Now if you and I find it so difficult 
‘0 settle definitely on these standard- 
wed jobs, methods and tools—how 
do we expect our average new agent 
todo it? No, it is your job and my 
job to do that—and we are not priv- 
leged to pass on to our new agents 





XUM 


the problems which we either have 
been unwilling or unable to solve 
ourselves. 

The development of these stand- 
ardized jobs, methods, and _ tools 
should be the No. | job of any and 
every home office agency department. 
And it should be the No. 1 determin- 
ation of every agency builder that 
these standardized jobs, methods and 
tools be developed in his own com- 
pany so as to be available to the 
average agents in his own agency. 
Once you agency builders make up 
your minds that this is the No. | job 
in activating your average agents, I 
think you will be amazed at how 
rapidly these problems can be solved. 

As just one agency builder each of 
you can do much toward solving 
these problems within your own 
agency. In conjunction with the 
other agency builders in your own 
company you can go far in motivat- 
ing, encouraging and helping your 
home office agency department to 
solve these problems for your own 


Hugh Bell Discusses Stimulation 


(CONTINUED FROM PAGE 11) 





insignificant parts of a job is what 
defeats the average man. As Albert 
Gray so well put it, the secret of 
successful men is that they “‘torm the 
habit of doing the things that fail- 
ures don’t like to do!” In his early 
days, many a successful man was 
encouraged and stimulated by some 
wise manager. 

The best way to judge others is by 
ourselves. In my early days as a life 
underwriter, the desire for the 
approval of my manager was a 
powerful motivator. Even stronger 
was the fear of the disapproval of 
my friends and relatives. My zeal to 
win a contest during my _ early 
months carried me over a discourag- 








company. And in conjunction with 
the other agency builders in this na- 
tional GAMC and in your local gen- 


eral agents’ and managers’ associa- 
(CONTINUED ON PAGE 36) 





ing time when | might have dropped 
off by the wayside. But the stimula- 
tion of these thoughts motivated me 
to action, and | stayed in the race. 
So it is with our newer men. We can 
stimulate and motivate them in the 
same way. In our eagerness to 
recruit new men, we are prone to 
neglect those men who have been 
with us a year or so. They are 
usually far more valuable and 
promising than any recruit we are 
liable to get! 

My job as an agency manager is 
very simple. I have just two things 
to do—recruit good men and make 
them succeed. By stimulating and 
motivating my men, | assure them 
of a good chance of victory. ‘Their 
success is my success too. And I am 
paid not only in money but in the 
thrill and satisfaction of helping 
men help themselves. 


eTHE NATIONAL QUALITY AWARD PROMOTES 
BETTER SELLING. A bonus of $1.50 a thousand is 


paid each year to qualifiers of our field force. 


e THE LIFE UNDERWRITERS TRAINING COURSE IS 
TOPS. We pay one-half the cost for our field men 


who enroll for the course. 


ec. L. U. TRAINING IS PUSHED. We pay a liberal 


bonus for each examination passed plus an extra 


bonus on the final examination — total $550.00. 


For more Information, 


Write: G. FRANK CLEMENT 


Vice President In Charge of Agencies 


Shenandoah Life INSURANCE COMPANY, INC. 


BUFORD, PRESIDENT 


ROANOKE 10, 


VIRGINIA 
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Activating The 


Average Agent 
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tions you can play a decisive part in 
seeing to it that these problems are 
solved for the entire insurance in- 
dustry. 

Now here is another bit of ration- 
alization which you and I use over 
und over again to excuse ourselves 
for not doing this very difficult and 
arduous task. We say, “Well, it’s 
impossible to devise a method which 
everyone can use — because every 
agent is different—and every agent 
must use methods which fit him in- 
dividually.” Well every surgeon is 
different, and every patient on whom 
he performs an appendectomy is dif- 
ferent. But when a young doctor is 
receiving his education and training 
for surgery, he is told definitely and 
positively just what jobs to do in 
performing an appendectomy, and he 
is told just how to do each of these 
jobs. Furthermore, he is provided 


with a set of ready-made standard- 
ized tools for performing an appen- 
dectomy. And so we could go on 
through the education and training 
of young lawyers, young acountants, 
or the education and training of any 
other skilled technician—all of whom 
are individuals, each one differing 
from the other—and we would find 
that they are taught standard job 
breakdowns, standard methods, and 
are given standard tools. And all 
of these standard procedures can be 
used by men of widely differing 
make-up and temperament. We, too, 
can and must standardize for our 
average agent his jobs, methods and 


tools for selling life insurance if we. 


really want to make progress in ac- 
tivating our average agents. 
Another objection to the idea of 
devising a tool for every job is to 
say, “But there just isn’t any best 
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Life Underwriters 
of America 
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brating our having 
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CHAS. H. LEBER 
President 





National Public Service 


(1) joins with you in celebrating another annual 
milestone in your history of achievement. 


We invite you to join with us in cele- 


stone in service to the insuring public. 


Again we congratulate you upon the 
service you render humanity. There are few 
occupations, the pursuit of which create 
comparable humanitarian benefits. 


your shadow never grow less." 
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method of doing this job or that job. 
There are many different ways of 
doing these jobs.” That's right. 
‘There are a thousand diflerent ways 
of selling life insurance and when 
each one of us in turn settles on the 
way for our company or our agency, 
it does not even have to be the best 
way. 

Furthermore, when we devise the 
tools for our company or our agency, 
they do not even have to be the best 
tools. But if each one of us will 
simply standardize on the jobs, 
methods and tools for our average 
agents, the odds are 100 to 1 that 
we will all make great strides in ac- 
livating our average agents, even 
though the jobs, methods and tools 
may vary quite widely from company 
to company, or from agency to 
agency. 

Now may I pass on to you rather 
quickly five simple principles which 
we have learned from a lot of heart- 
aches and a lot of headaches in our 
efforts to develop these standardized 
tools for activating our average 
agents: 

1. There must be a tool for every 
job an average agent needs to do. 
Leave a gap, and the agent tends to 
bog down at that spot. And in bog- 
ging down at even one spot, his en- 
lire Operation tends to slow down 
or grind to a full stop. However, 
build a tool for that job, teach the 
agent how to use it, and activating 
him becomes easy—he almost acti- 
vates himself. And as he pulls out 
of the mire at that one spot, his whole 
operation picks up and rolls forward. 


2. These tools must work for the 
average agent. Now that principle 
is not as silly as it may sound. Every- 
one of us, with a little objective 
analysis, will find in our own com- 
pany or agency material certain 
plans we continue to push at our 
average agents, which simply do not 
work for the average agent. And all 
of us know how tough it is to ac- 
tivate an agent to use a plan which 
just doesn’t work for him. So, we 
have found that instead of hammer- 
ing on the average agent to make 
him use a tool which he can’t seem to 
use successfully, we make much 
faster progress in activating him if 
we use that same time, energy and 
ingenuity in devising tools that he 
can and will use successfully. 

3. These tools must be easy for the 
average agent to use. In fact, they 
must enable him to get the job done 
more easily than he can do it in any 
other way. We have had many ex- 
periences which prove to us that un- 
less a tool is easy to use the average 
agent just won’t use it. Therefore, 
since we want to activate him, we 
must give him tools which not only 
make it easy for him but also make 
it easier for him than any other way. 

4. The easier we take it in build- 
ing our tool, the harder will be our 
job in teaching and activating our 
average agent to use it. 

We have learned over and over 
again that if we are sloppy or incom- 
plete in our thinking, and if we fail 
to develop an effective tool which 
makes it easy for the average agent 


Marks Covers First 
Year of Training, 
Sees It Crucial Time 
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it be pension trust, estate planning, 
transfer of capital, deferred com. 
pensation, etc. 

If the new agent bird-dogs a few 
such cases and sits in on the con. 
ferences when the cases are presented 
and closed, he quickly learns from 
teachers who would not otherwise 
be available, on a basis that is profit. 
able to everybody involved. Then 
at some point two, three or four 
years later the agent can make u 
his mind which of these fields he 
would like to specialize in himself. 
This would usually be the field in 
which he has handled the most cases, 
Because he has sat through many of 
these conferences by this time, he is 
almost unconsciously becoming an 
expert and specialist without know- 
ing it. 





to do the job we want him to do, we 
have a terrifically hard job in teach. 
ing the average agent how to use 
that tool and in activating him to 
use it. 

However, we have found that if 
we do pay the price of whatever 
hard, realistic thinking it takes to 
devise a tool which the average 
agent can use and then if we pay the 
further price of whatever gruelling, 
discouraging work it takes to test, 
revise and simplify our tool until it 
is fully effective and easy-to-use for 
the average agent, our job is rela- 
tively easy from there on. 

5. If too many average agents 
either can’t or won’t or for any rea- 
son don’t use a given tool, there is 
something wrong with the tool, not 
something wrong with the average 
agent. How often have you heard 
someone say, “Gosh, this is a won- 
derful plan—if the agents would just 
use it.” Well, the rule in our shop 
is that no matter how wonderful we 
think any given tool is, if too many 
of our average agents don’t use It, 
it is not a wonderful tool—there 1s 
something wrong with it, and we 
have to improve it or simplify it or, 
if necessary, devise a new tool which 
our average agents will use. 

Those five principles are very, very 
tough to live with, but we have 
found that living with them and by 
them has actually made our job 
easier in the long run. 

So far, we have been talking about 
these standardized jobs, methods and 
tools as a way of activating our aver- 
age agents and thus solving our 
problem. However, what about our 
average agents? What about their 
problem? Don’t we owe them, at the 
very least, a simple, clear-cut state- 
ment of just what jobs we want them 
to do and how we want them to do 
them? And aren’t we obligated, by 
the very fact that we bring them into 


this business, to make available to — 
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them tested, effective working tools 
for doing the jobs we ask them to do? 

Let me emphasize that point by 
making it very personal. In 1952 my 
oldest son graduated from Dart- 
mouth college, taking his senior 
year’s work at Tuck school of busi- 
ness administration. In 1953 he 
graduated from Wharton school of 
commerce and finance at the Uni- 
versity Of Pennsylvania with a mas- 
ter’s degree in insurance. Right now 
he is serving Uncle Sam and will 
continue to do so for the next two 
years, but after that he plans to 
ell life insurance. 

When he starts to sell life insur- 
ance, he probably will have as good 
an advance education for selling life 
insurance as it is possible to get. 
Now, will that education enable him 
in the early years of his career, to 
decide just what jobs he should do 
and just how he should do them? 
And will that education enable him, 
at the start, to devise the tools which 
will help him get those jobs done 
uickly and effectively in the way he 
should do them? I think not—and 
I think you would all agree that he 
will have to depend upon those of 
us who have traveled the road ahead 
of him to give him that kind of help. 
Now as the father of this young man, 
I think this business certainly owes 
him a set of simple, clear-cut, spe- 
cific instructions as to the jobs he 
should do and the way he should do 
them, as well as a set of ready-made, 
elective, easy-to-use tools for doing 
them. 

But what about those average 
agents we recruit who are not our 
sons? Do we not owe each of them 
that same set of positive instructions 
and that same set of effective work- 
ing tools? And isn’t it fairly appar- 
ent to all of us that once we are 
prepared to give that kind of help 
to every agent, regardless of whether 
he is a new agent or an old agent, 
we will find our own jobs much 
easier, far more enjoyable and far 
more satisfying? Because we will 
have found a sure and positive way 
to activate our average agents to the 
point of success and permanence in 
this business. 


NALU Has 616 Local 





; Units, Up 18 in Year 


_ NALU closed the fiscal year end- 
ing June 30 with 616 local associa- 
tions as compared with 598 at the 
end of June last year, Stanley C. 
Collins, Metropolitan Life, secretary 
of the National association, reported. 
A total of 31 new associations were 
organized, three were reorganized 
and applied for reinstatement, 16 
permitted their membership to lapse, 
and three petitioned for organiza- 
tion and two for reinstatement. 

The three new petitioning associ- 
ations are Miami Valley of Piqua, 
0.; Monterey Bay of Salinas, Cul., 
and Puerto Rico. The two applying 
lor reinstatement are Lancester, Pa., 
and New Britain, Conn. 

Number of associations has in- 
creased from 422 in 1945 to 616 this 
year, and total membership has risen 
in the same period {rom 37,028 to 
93,430, Mr. Collins reported. 
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Shanks Addresses WOMDRT 
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of fuel. They can be set up any- 
where. It would be possible to bring 
power for factories to any labor sup- 
ply located anywhere. We could set 
up factories on the Chinese main- 
land, or in any undeveloped area 
where labor is plentiful. 

The second great area where re- 
search can help us is in food produc- 
tion. For example, we are gradually 
coming nearer to an economically 
feasible method of using sea water 
for irrigation. This alone could 
bring millions of acres of desert land 
under cultivation. 

New fertilizers and new drought- 
resistant and disease-resistant food 
plants have already doubled and 
tripled the possible yield of basic 
farm crops. Our U. S. farm produc- 
tion has increased by nearly 50% in 
less than 20 years. However, I say 


again that to realize the benefits of 
research, we need a long period of 
economic good health. 

Since the middle of 1953, we have 
had a test of our ability to keep in 
good health economically. Two 
things happened that could have 
given us a real recession. 

First, the government reduced its 
spending sharply. Instead of $62 bil- 
lion a year, the administration cut 
back to fifty-five. A drop of $7 
billion. 

Second, business began to live off 
its inventory. Instead of accumulat- 
ing new stocks of goods at the rate 
of $6 billion a year business men 
sold $4 billion worth off their shelves. 
The result was a drop of $10 billion 
a year in business spending. 

The total effect of these two 
actions was that $17 billion less 


money came into circulation from 
two of the main sources of spending. 

Immediately loud cries of pain 
arose from the ranks of the profes- 
sional pessimists. They said this re- 
duced spending would cause unem- 
ployment. With fewer jobs, the con- 
sumer would cut his buying. Faced 
with lower sales business would slow 
down expenditures for new plant 
and equipment. This, in turn, 
would cause more unemployment, 
and around the downward spiral 
would go. 

As we now know, no such thing 
happened. Instead, consumer pur- 
chases held steady or went up. The 
public remained optimistic about the 
future and found many needs and 
wants that needed filling. Housing, 
for example, continued at the rate 
of the year before. 

Business, at the same time, spurred 
by the fierce pressure of competition, 
increased its expenditures for new 


plants and new equipment to turn 
(CONTINUED ON PAGE 40) 
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HERES WHY... 


Farm Bureau is one of the fastest growing life companies in the 


As a multiple line company—every auto, fire, casualty and ASH policyholder is a life prospect— 


PL US... . . « Flexible life plans, tailor made to fit the prospect’s needs. 


. . . Liberal agents’ contract including career financing and retirement 


program. 


. . . Sound agents’ training through schools, management and publica- 


tions. 


. . . Effective Sales Promotion including national ads and agents’ co- 


operative advertising. 


For a selling career offering success and security in Eastern United States, investigate Farm 


Bureau. You'll be glad you did. 


Farm Bureau Life Insurance Company 
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Farm Bureau Mutual Automobile Insurance Company 
Farm Bureau Mutual Fire Insurance Company 
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“NOT ON YOUR LIFE!” 


... an emphatic way of saying NO. You’ll 
get fewer “no’s” if you’ll emphasize LIVING 
INSURANCE. S.M.L. package plans are 


beamed at protection, not “fon your life,” 


but “FOR YOUR LIVING” — or THEIRS! 


“PLAN WITH SECURITY” 


THE 
SECURITY MUTUAL LIFE 


INSURANCE COMPANY 


LINCOLN, NEBRASKA 














~ [1] FINANCIAL SECURITY... 


The ratio of surplus to required reserves in 
Central Life is one of the largest in the industry. 


vy [2] COMPETITIVE POSITION ... 


Our new dividend scale initiated May 1, 1954 
has resulted in an even lower net cost. 


~ [3] COMPANY... 


For years the Central Life has been awarded 
the highest rating by Best. A top quality mutual company. 


w [4] GENERAL AGENCY OPERATION 


A contract with vested interests. Much 
sought after by those seeking agency management. 


[5] UNDERWRITING POLICY... 
Substandard facilities. Disability and double 
indemnity benefits. Juvenile policies. 






CENTRAL LIFE ASSURANCE COMPANY 
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base to $4,200 would have given us 
an important victory. In addition, 
we have picked up a great many 
friends and supporters along the 
way, and more and more people have 
joined us as our activities have be- 
come more widely known. 

The unwholesomeness and unreal- 
istic situation presented by the atti- 
tude of both major political parties 
toward social security cannot go un- 
challenged and must be met with 
greater firmness in the future to pre- 
vent a gradual smothering of our 
business through the substitution of 
constantly increasing compulsory 
OASI benefits for private life insur- 
ance. 

Stand Is Confirmed 

We are glad to note that the life 
insurance companies, through their 
constituted organizations, took the 
same position which we had taken 
independently on the same issues 
and that company spokesmen made 
strong representations in their ap- 
pearances before the House ways and 
means and the Senate finance com- 
mittees. Their statements confirmed 
our judgment and gave us added con- 
fidence in the correctness of our own 
position. 

Until the 1954 proposals, there 
had been no organized opposition to 
social security liberalizations. The 
earlier benefit increases had been ac- 
cepted, more or less, on the basis of 
bringing benefits into line with 
higher living costs. But the 1954 pro- 
posals, by their extreme liberality, 
stood in such wide variance with the 
long-accepted “‘basic needs” philoso- 
phy of the OASI program that the 
necessity for resistance was both ob- 
vious and spontaneous. 

The original bill (H. R. 7199) in- 
troduced in January by the adminis- 
tration called for a variety of liberal- 
izations, particularly a sharp increase 
in benefits at the upper wage levels. 
The bill thereafter underwent num- 
erous changes and was later renum- 
bered H. R. 9366. We shall confine 
our summary of the provisions of 
H. R. 9366, as finally enacted, to the 
principal changes that it makes in 
the OAST program. 


Eight Provisions 

These provisions: (1) extend cov- 
erage to about 10 million more gain- 
fully employed persons; (2) increase 
the wage base from $3,600 to $4,200 
of annual earnings; (3) revise the 
benefit formula upward to 55% of 
the first $110, and 20°% of the next 
$240, of average monthly wage; (4) 
increase the minimum OASI benefit 
from $25 to $30 per month and the 
maximum family benefit to $200 per 
month; (5) allow workers to drop 
out up to 5 years of low or no earn- 
ing in computing their average 
monthly wage for benefit purposes; 
(6) allow OASI recipients to earn 
up to $1,200 annually without for- 
feiture of benefits; (7) reduce from 
75 to 72 the age at which application 
of the work clause ceases; and (8) 
“freeze” the insured status and bene- 


—— 


fit amount of covered workers medi- 
cally determined by designated state 
agencies to be totally disabled for 
periods of six months or longer. 

It should be noted that the pro- 
posed changes in the benefit formula 
would increase the maximum 
monthly benefit from $85 to $98.50 
for single workers presently retired 
and to $108.50 for those retiring in 
the future. We also call attention 
to the sharp increase in the maxi- 
mum family benefit from $168.75 to 
$200 per month. This is certainly 
going beyond the subsistence level 
and thus moves OASI into the mar- 
ket that should be reserved for pri- 
vate life insurance, because it cannot 
be denied that persons with earnings 
records qualifying them and their 
families for the top benefit have the 
earning power to purchase life in- 
surance. Thus, these people have no 
compelling need for increases in so- 
cial security benefits. 


Outlined NALU Position 

Our committee was aware of the 
probable trend when the present 
Congress met in January, and on the 
first day of the year we sent a bulle- 
tin to all state and local presidents, 
national committeemen and execu- 
tive secretaries, outlining NALU’s 
position on social security legislation 
and asking them to see that our 
views were brought to the attention 
of their congressmen. 

As we have indicated in this re- 
port, when H. R. 7199 was intro 
duced early in January, our fear of a 
breach in the minimum needs con- 
cept of social security was confirmed. 
Our committee and headquarters 
staff immediately began to contact 
national, state and local association 
leaders with the idea of formulating 
a program of action to deal with 
specific provisions of the bill which 
were objectionable. This activity 
led to the preparation of our com- 
mittee’s report to the midyear meet- 
ing in New Orleans, which received 
the unanimous approval of the na- 
tional council and the board of 
trustees, 


Prepared Statement 

It will be recalled that in accept: 
ing that report, our association de- 
cided to act on its own with respect 
to the public hearings to be held by 
both houses of Congress on the bill. 
Accordingly, we prepared a state- 
ment which was presented before the 
House ways and means committee by 
our chairman on April 14. This 
statement was subsequently sent to 
all our state and local association 
presidents with the request that they 
urge their members to contact their 
congressmen in support of NALU’s 
position on the bill. This request 
was followed by a great deal of activ- 
ity at the state and local levels, and 
many of our members telephoned, 
wired and wrote to their congress- 
men and, in a great number of in- 


stances, contacted them in person, | 


both in Washington and back home. 
Throughout this period, we found 





Ist Da 
== 
that tl 
comple 
Jative 
could : 
consid 
posal | 
Yet, w 
most i 
legislat 
terpris 
econon 
acter ¢ 


firmly 


As a 
early } 
we hac 


{ stated 


that pi 
a breal 
had loi 
its pro 
cial be 
tells us 
asocia 
gressivi 
freedot 
Accc 
execut. 
early N 
positio 
fully v 
that m 
(1) 
ing pul 
essary, 
(2) 
ization 
try be 
Our 
familia 
lease t] 
mittee 
them f 
meetin 
the edi 
for pu 
call th 
bulleti: 
horse I 
tact by 
gressme 
positio 
the sta 
present 
means 
mittees 
publist 


In o 
finance 
pointec 
vading 
Insurar 
cial sec 
right t 
such as 
and ag 
lative I 
can ha 
The Pp 
now er 
impact 
ness, 7] 
parable 
measur 
for the 
World 
social 5 
of life 
by 396° 


Ist Day 








Le 
rs medi- 
ed state 
"led for 
ger. 
the pro- 
formula 
aximum 
> $98.50 
retired 
iring in 
ttention 
e€ maxi- 
68.75 to 
ertainly 
ce level 
he mar- 
for pri- 
t cannot 
2arnin 
id shan 
ave the 
life in- 
have no 
25 in so- 


on 


> of the 
present 
1 on the 
a bulle- 
sidents, 
| execu- 
NALU’s 
‘islation 
lat our 
tention 


this re- 
s intro- 
ear of a 
‘ds con- 
firmed. 
juarters 
contact 
ciation 
lating 
al with 
| which 
activity 
Ir com- 
ir meet- 
eceived 
the na- 
ard of 


accept- 
ion de- 
respect 
neld by 
he bill. 
1 state- 
ore the 
ittee by 
This 
sent to 
ciation 
at they 
t their 
ALU’s 
request 
f activ- 
Is, and 
honed, 
ngress- 
of in- 
yerson, 
home. 
found 





Ist Day 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 22, 1954 


59 











that the social security bil) was so 
completely tied in with other legis- 
lative and political matters that it 
could scarcely receive the individual 
consideration by Congress that a pro- 
posal of such importance merited. 
Yet, we regarded it as one of the 
most important pieces of domestic 
legislation affecting the private en- 
terprise system, the stability of our 
economy and the freedom and char- 
acter of our people. We still hold 
firmly to that belief. 


Major Task 


As a result of our efforts up until 
early May, it became apparent that 
we had a major task before us. As 


7 stated before, we were convinced 


that passage of the bill would mean 
a break-through in the barrier that 
had long kept the OASI program in 
its proper place. The history of so- 
cial benefit plans in other countries 
tells us that if they are not contained, 
asocialistic state results through pro- 
gressive invasion of the economic 
freedom of the people. 

Accordingly, a meeting of NALU’s 
executive committee was called in 
early May, and the problem and our 
position with respect to it were care- 
fully weighed. The conclusions of 
that meeting were two: 

(1) That a program of continu- 
ing public education was vitally nec- 
essary, and 

(2) That our grass roots organ- 
ization throughout the entire coun- 
try be enlisted in this work. 

Our state and local leaders are 
familiar with the sample press re- 
lease that the chairman of our com- 
mittee on public information sent to 
them following the above-mentioned 
meeting, asking that it be taken to 
the editors of their local newspapers 
for publication. They will also re- 
call the requests made in various 
bulletins and issues of the Wheel- 
horse News Letter for intensive con- 
tact by their members with their con- 
gressmen to make certain that our 
position was known to the latter, and 
the statements that our chairman 
presented to the House ways and 
means and the Senate finance com- 
mittees, both of which have been 
published in Life Association News. 


Prosperity May Blind 


In our statement to the Senate 
fnance committee on July 1, we 
pointed out that in addition to in- 
vading the market for private life 
surance, the administration’s so- 
cial security bill would threaten our 
right to live. Continual increases 
such as we have had in 1950, 1952 
and again this year have set a legis- 
lative pattern which, unless checked, 
can have no other ultimate result. 
The Prosperity that our country is 
now enjoying may blind us to the 
Impact of social security on our busi- 
ness. ‘There is no thoroughly com- 
parable yardstick with which to 
measure, yet, it should be noted that 
for the 15 years during and after 
World War I, when there was no 
social security program, the amount 
of life insurance in force increased 
by 396%, compared with an increase 
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of 179% for the 15 years during and 
after World War II. We do not 
claim that the two periods are pre- 
cisely comparable, but who can say 
that the facts are not without sig- 
nificance? 

We could dwell at length on the 
number of bulletins and telegrams 
sent and telephone calls made by our 
committee, our members and our 
headquarters staff to stimulate 
action in support of NALU’s oppo- 
sition to the objectionable features 
of H. R. 9366, and we could also 
report a very great number of per- 
sonal contacts with and letters to 
members of Congress. We look on 
these efforts as the start rather than 
the conclusion of a campaign to pro- 
tect our own business and to protect 
the people from the cruel disap- 
pointment invited by reliance on a 
tax-benefit system that has yet to 
prove its ultimate worth in this or 
any other country. 

To carry forward our efforts in the 


Management 
No Brief Job 


(CONTINUED FROM PAGE 12) 

The clinic discussion serves several 
purposes: It stresses work habits, self- 
discipline and plans of selling. It 
gives the men an opportunity to 
cross-question each other on methods 
of operation, i.e., how others are 
doing the same job, how others are 
selling and how others are handling 
similar problems. In this manner 
they find out their own and each 





immediate future, we believe that 
the education of our own member- 
ship and the further alerting of the 
life insurance business generally to 
the dangerous social and economic 
implications of our over-expanded 
social security program should be 
our first step. This will automati- 
(CONTINUED ON PAGE 40) 





other’s strengths and weaknesses, 
leading to self-criticism and _ self- 
improvement. 

The morale of this group is high. 
The discussions have helped cement 
good relations between the men. Pro- 
duction has improved within the 
group. I am definitely sold on our 
type of weekly clinics. 

Finally, after all is said and done, 
successful selling is greatly depend- 
ent upon “mental attitude.” In fact, 
selling results, in the main, reflect 
one’s “mental attitude.” 

Enthusiasm is an essential ingre- 
dient for a good mental attitude in 
salesmanship. ‘Therefore, maintain- 
ing the spirit of enthusiasm in each 
one of our men is one of our most 
important jobs. We must purposely 
do the things that will generate 
enthusiasm. 

I can only take a moment here to 
refer to the matter of enthusiasm— 
however, it is a subject in itself and 
deserves a lot of your attention. 
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Plan your Winter vacation for Chicago, staying at the world-renowned 
EDGEWATER BEACH Hotel, home of the famed Marine Dining Room, the 


country’s outstanding hotel dining and showroom. Dining and dancing, with 


headliners starring in lavish floor shows are a nightly feature. Only minutes 
away from Chicago’s “Loop” by our own motor coaches operating on frequent, 


regular schedules. Your reservation will be given careful attention. 


Teletype: CG 2378 
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cally carry the message to the pub- 
lic, who are our policyholders and 
prospects. 

To this end we make the follow- 
ing recommendations: 

(1) That the entire insurance in- 
dustry eliminate the word “insur- 
ance” from all printed material re- 
ferring to the social security pro- 
gram, and that we continue to urge 
Congress to take such steps as are 
necessary to remove insurance ter- 
minology from the social security act 
and from all literature of the social 
security administration. 

(2) That in our selling efforts, we 
stress life insurance as the basic form 
of security and put social security in 
a secondary role. 

(3) That when we speak of social 
security, we do not give it the sanc- 
tity earned by 100 years of life in- 
surance performance. It is based on 
neither contract not certainty and 
can only be described as a program 
providing benefits currently payable, 
which are subject to the financial 





limitations of an already over-taxed 
economy and to the mood of future 
administrations and Congresses. 

(4) That we call the above three 
recommendations to the attention of 
the life insurance companies with 
the request that they give serious 
consideration to them in the prepa. 
ration of sales material and training 
activities. 

We close by expressing our deep 
gratitude to all NALU “wheel. 
horses” for the support that they 
gave in response to our numerous 
calls for help during the year, and 
to Chairman Elsie Doyle, of the com- 
mittee on relations with other organ. 
izations, and Chairman William D. 
Davidson, of the committee on pub- 
lic information, for their counsel and 
cooperation. Our most sincere ap- 
preciation for guidance and help 
goes to our headquarters aide Carlyle 
M. Dunaway. To our friends of the 
trade and public press who have also 
helped in many ways, we say “thanks 
again.” 
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out even more appealing products. 

In this way, our economy absorbed 
a $17 billion shrinkage, and made a 
safe adjustment from the overstimu- 
lation of the higher rate of govern- 
ment spending that prevailed in 
early 1953. 

I call your attention to two fac- 
tors in this picture which show the 
importance, to us, of the salesman. 
First, the frame of mind of the pub- 
lic can be influenced by the sales- 
man, who had much to do with its 
being optimistic. Second, business 
men, pushed by their competitors, 
put their faith in the salesman. They 
felt there was an opportunity for 
sales, and were willing to build fac- 
tories, set up assembly lines and 
bring out new products to sell. 

If we are to continue to have good 
business health in the future, we 
shall have to put our faith in the 
salesman many times more. I think 
we should and will. 

The business future is good. In 
spite of that there are major prob- 
lems facing our industry. Let me 
comment on three of them. 

First, inflation. While it may ap- 
pear that the danger of renewed in- 
ation is subsiding, the forces that 
produce it are still present. The easy 
money, big government spending, 
and subsidy pressure groups stand 
ready at the first opportunity to turn 
on the forced drafts of public 
opinion. 

We had an example of that during 
the adjustment I have just men- 
tioned. As soon as the unemploy- 
ment figures began to show increases, 
the pressure groups converged on 
Washington. There were predic- 
tions of a major economic disaster. 
Comparisons were made with 1929. 


Vast new government spending pro- 
grams were loudly demanded. 

True to form, there were members 
of Congress who responded to this 
forced draft of demand for sweeping 
emergency action. They had gone 
on record as holding that the govern- 
ment should not act until unemploy- 
ment had reached five or six million. 
Now, added by pressure group out- 
cries, they suddenly saw great dan- 
ger in three million. 

Fortunately, the forced draft blew 
itself out. However, the federal re- 
serve has lowered reserve require- 
ments and eased money to the point 
that Treasury bills and all securities 
have drastically declined in yield. 
We remain constantly vulnerable to 
renewed drives for sweeping govern- 
ment action, although I must point 
out that the federal reserve through 
open market operations has taken 
steps to stabilize interest rates some: 
what above the lowest point. 

The dollars that we sell for future 
delivery are still in danger of deval- 
uation before the beneficiary can get 
them. The whole trend of forces 1s 
toward further inflation. Each mon- 
etary and fiscal step necessary to re- 
strain inflation is highly unpopular 
as a political matter. The life in- 
surance industry stands to suffer per- 
haps most of all by continued ero 
sion of the value of our dollar, both 
in its own operations and in the 
effect on its policyholders. 

Another hard problem facing our 
industry is the vicious growth of dis- 
criminatory taxation. Taxes on life 
insurance dollars are easily hidden 
from the people who eventually have 
to pay them. Legislators are quick 
to see the value in votes or such pain- 
less ways to raise revenue while re- 
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ducing the more obvious and more 
direct taxes. Such levies have more 
than doubled in total amount in the 
st five years. We are now heavily 
axed by both the states and the fed- 
eal government, making us, in that 
respect, unique among thrift insti- 
tions. 

This affects you basically. To be- 
yin with, local taxes on life insur- 
ance premiums cut down the amount 
of insurance protection your client’s 
money will buy. 

But that’s not all. Lately, a new 
ux has come along that just about 
doubles the take. This is the 614% 
federal income tax on net investment 
earnings. As every life underwriter 
\nows, investment earnings greatly 
reduce the cost of insurance protec- 
tion. A tax on these earnings again 
reduces the amount of protection 
your client’s dollar will buy. 

Last year, out of every income dol- 
lar which came to us from premiums 
and investment earnings, the indus- 
ny paid three cents in these special 
taxes. Remember, these are not earn- 
ings, but in the main money which 
must be put in reserve to be repaid, 


and earnings necessary to make good 
on our contracts. 

The federal income tax on invest- 
ments accounts for 37% of all the 
taxes we pay. You say the rate is 
low, other corporations pay more, 
the ultimate consumer doesn’t feel it, 
so why complain! 

The facts are these: 

Life insurance companies would 
pay lower taxes on the regular cor- 
poration schedule unless premiums 
are counted as income. They are no 
more income, in the main, than are 
deposits made in a savings bank. We 
are taxed more heavily than insur- 
ance companies in both Canada and 
the United Kingdom. No other sav- 
ings institutions are so taxed. 

I say the investment tax is unfair. 
It is too high for the beneficiaries of 
life insurance, it is an unjust burden 
on savings, and it is a threat to the 
whole institution of insurance. 

The third problem of the life in- 
surance business is what I call “the 
illusion of success.” We think we are 
making great progress, but are we? 


(CONTINUED ON PAGE 42) 
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ation the prospect either was rec- 
ommended to me or is my personal 
cient. Also remember we're refer- 
ring to high-level clients and leads. 

From the underwriter’s point of 
view the most important result is 
that he gets to keep all of the referred 
leads that we are able to develop 
during negotiations with our client- 
prospect. Naturally, I make a con- 
certed effort to obtain leads for him. 
Moreover, he receives the full credit 
on all future business or by-product 
business—provided he’s successful in 
establishing a true client-counselor 
‘lationship. 


Method No, 2. Occasionally, I am 
invited to serve on various Civic proj- 
ects and fund-raising drives. If I 
elect to accept I am frequently able 
to bring the underwriter into the 
act so that he can meet higher level 
prospects. If I am unable to accept, 
I suggest his name as a good worker 
and a man who is actively interested 
in community affairs. 

Method No. 3. Sometimes I enter- 
tain at cocktail or dinner parties. 
By inviting the underwriter and his 
wife, Iam able to let him get close 
to high level clients and men who 
would make good centers. He can 
later follow through the secure re- 
lerred ieads. I make specific refer- 
ence to personal clients who for cer- 
tain reasons prefer not to be turned 
over to someone else. They look to 
me to continue servicing their estate 
plans. When I explain that my time 
is too limited to extend my personal 
service to others, they are perfectly 
willing to go along with my idea of 
giving John Q. Underwriter some 
referred leads. After three martinis, 
who wouldn’t? 

_T like to recall John Todd's bril- 
liant analogy of the role played by 
the life underwriter. Todd visual- 
és a bend in the river. The client, 





some distance back of the bend in 
his boat, complacently drifts down 
the river unaware of the treacherous 
waters ahead. The underwriter lo- 
cated at the bend can see what lies 
down-stream and thus, can counsel 
and warn his clients of the rapids 
and treacherous falls that lie ahead. 
Likewise, the general agent, from his 
vantage point, can clearly see ahead 
and thus avoid the pitfalls that con- 
tinue to plague underwriters into 
the second, third and fourth years. 
Isn’t the direction of underwriters 
similar to that of regulating the Mis- 
sissippi river? Continuous engineer- 
ing work has been going on for 50 
years and will continue on as long 
as man lives in the Mississippi valley. 
A constant threat exists. The Mis- 
sissippi river is persistent about 
wanting to change its course—stead- 
fastly seeking a shorter route to the 
gulf. There is even a_ possibility, 
unless strong regulatory methods are 
provided, that she will bypass New 
Orleans completely—going through 
the old river into the Atchafalaya 
river and on to the gulf. Ten years 
ago 159% of the Mississippi was be- 
ing pillaged by the Atchafalaya. To- 
day it’s grabbing as much as 28%. 
If it switches to the new route it’s 
trying to follow, it would cut off 
243 miles of well charted channels, 
Just as the engineer strives to keep 
the great river within its confines, 
so the manager must strive to regu- 
late and divert an agent’s energies 
into spillways and reservoirs; on into 
deep, well-charted channels, leading 
to the ultimate goal, without waste 
and destruction. He must be re- 
stricted to the main channel; other- 
wise he'll break through and go 
down some new and untried route, 
bypassing the long established, prof- 
itable trade centers, and ending up 
furnishing his abilities to another 
industry or another community. 
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he seen and read by their entire com- 
munity. 

We also feel that there’ was 
developed this year a cooperative 
spirit between NALU and the com- 
pany agency officers that will bear 
excellent fruit for both the home 
offices and the field forces in years 
to come. More and more of the 
companies are carrying articles in 
their house organs extolling the 
benefits of NALU membership. Last 
year we furnished the companies 
with the total number of their mem- 
bers who belong to the association, 
and once again this year we will 
provide them with a breakdown of 
their field men who are serving the 
association at the national, state and 
local levels. We strongly recommend 
to the incoming membership com- 
mittee that every effort be bent to 
cement and extend this cordial rela- 
tionship not only in the interests of 


NALU alone but of the life insur- 
ance industry as a whole. If we 
believe, as we do believe, that asso- 
ciation members make better under- 
writers, then it is our clear duty to 
bring into association membership 
the vast numbers of yet unaffiliated 
field men. 

We are happy to report to you at 
this time a project on which your com- 
mittee has embarked during the sum- 
mer months and which we hope to 
show you at the time of the conven- 
tion: a slide film, based on the mem- 
bership chart that was used so etfec- 
tively several years ago. This will 
be a 15-minute presentation consist- 
ing of a sales talk illustrated by about 
24 cartoons, the purpose of which is 
to promote membership. It is speci- 
fically designed for use at agency 
meetings, open association meetings 
to which prospective members are 
invited, and, in addition, to resell 
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membership to present members. We 
are indebted to the committee on 
underwriter education and training 
for having sparked the idea of using 
visual sales methods in association 
work, and we predict that this film 
will be widely used and most appre- 
ciatively received by our local asso- 
ciations. 

We recommend to the incoming 
membership committee that the fol- 
lowing requests made by the execu- 
tive secretaries at their meeting in 
New York in March, 1954, be seri- 
ously considered and, if possible, 
carried out: 

1. Revision of the present appli- 
cation blank. A committee of execu- 
tive secretaries is now working on 
this matter and will present recom- 
mendations at Boston. 


2. Simplification of the R.I.D. 
(Renew in December) cards. 


J 


3. Publication of a ‘premium 
stuffer” type pamphlet, similar to 
Help Yourself to the Whole Pie for 
use with the R.LD. cards. 


We further recommend to next 
year’s committee that they consider 
going back to the old form of Score- 


board on which membership is listed . 


by state. The form used for the past 
two years, while useful to the vice- 
chairman in charge of various re- 
gions, is difficult for state officers and 
membership chairmen to follow, and 
does not lend itself to year-by-year 
record keeping. In connection with 
the Scoreboard, we also suggest that 
next year local associations be asked 
to set their own quotas rather than 
receiving an arbitrary percentage 
quota from headquarters. This pro- 
cedure has been used with success by 
the Canadian association and in our 
opinion would result in a more real- 
istic nationwide quota. 

Another suggestion we have for 
next year’s committee is that the 


high concentration point for year. 
end membership be the month of 
May rather than the month of June, 
in spite of the fact that our member. 
ship year ends on June 30. Most 
association elections take place in 
May and, although terms of office 
actually do not run out until the end 
of June, the psychological effect of 
elections tends to be that retiring 
officers and committee chairmen fee] 
their work is done. 

Finally, we sincerely hope that 
next year’s membership committee 
will make a special effort to enroll a 
greater number of representatives of 
combination and debit companies. 
The company breakdown made last 
October, when compared with the 
number of agent representatives re- 
ported by the Life Insurers’ Con. 
ference, showed us that at present we 
have enrolled only about one-sixth 
of the potential in that important 
segment of our business. We con- 
gratulate Vice-president Walker, 
who, as chairman of the committee 
on committees, made a special plea 
for combination and debit members 
to work on national committees, and 
alo commend the Editor of Life As- 
sociation News on the section “Debit 
Pointers.” We recommend to all 
local associations that they not only 
promote membership among this 
group but seek to get their active 
participation in local and state as 
sociation affairs. 

Your chairman is deeply grateful 
to the 19 regional vice-chairmen who 
responded to every call for action 
and in many cases initiated action 
on their own. Your membership 
committee this year was in every 
sense of the word a working commit- 
tee. To the state membership chair- 
men and those working at the local 
level we also extend our sincere 
thanks for a job well and conscien- 
tiously done. 
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In 1953, our industry had a record 
year. We sold $3914 billion of new 
insurance. We added two million 
new policyholders, bringing the total 
to 90 million. Insurance in force ex- 
ceeded $300 billion, an all-time high. 

These figures make a wonderful 
picture of expansion. I ask “how 
much is real, and how much is 
illusion?” 

The test of our service to the 
American people is not in dollars 
but in the amount of real protection 
we provide. 

Let’s go back to 1930. Dollars were 
worth more then. In that year, the 
average family, with $2,900 of life 
insurance and $1,900 of income, was 
protected for one year and 172 days. 

In the ensuing 24 years, what has 
happened? Today, the average fam- 
ily has annual income of $4,700 and 
life insurance of $5,800. 

Today’s family life insurance pro- 
vides only one year and 86 days of 
income. 

In spite of the records we are 
breaking, we are not keeping up with 
inflation and the growth of our pop- 


ulation. In terms of real protection 
for all the families of the nation, we 
are only 84% as good as we were a 
quarter of a century ago. 

So we have three serious chal- 
lenges—the threat of further infla- 
tion, discriminatory taxation, and 
the illusion of success. Failure to 
face up to any one of the three could 
seriously hurt our industry. We'll 
have to meet them, and I think we 
can. 

I think, too, that in the long run 
there is a chance for continued eco- 
nomic good health. We need it, if 
we are going to meet the choice we 
face of continuing to advance or of 
slipping down toward another dark 
age. 

Just the same, we could have a de- 
pression quick as a wink. [ started 
out by mentioning the salesman as an 
important figure in our future. 
Right here is where he becomes 1m- 
portant. 

We have learned how to produce. 
The productive capacity of our 
economy is at an all-time high. Fur- 
ther increases, as we continue to 
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mined to eliminate for the protec- 
tion of the insuring public. But 
beyond such specific policy forms, 
we are in an era when some of our 
managements seem dedicated either 
to spreading the mass coverage of 
peoples with term life insurance or 
io designing contracts solely with the 
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one thought of seeing which com- 
pany can get the least amount of 
premium per dollar of coverage.” 
Mr. Gilmore said some of these 
developments are unquestionably 
sound and in the long-range public 
interest but that he believes NALU’s 
concern should be with the phil- 
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ceeds will be paid—in fact, must be 
paid—to the mutual fund for that 
purpose. 

The impression seems to have 
grown in some quarters that in our 
opposition to this tie-in sale of group 
life insurance and mutual fund 
shares, NALU_ is intending to 
dispute with the investment frater- 
nity the relative merits of the respec- 
tive products that we sell to the 
public. For the record, we think 
that it should be made clear that 
NALU has no quarrel whatsoever 
with the mutual fund people. 

Mutual funds serve a sound pur- 
pose in the economic life of America, 
and we certainly are not so presump- 
tuous as to object to the sale of mu- 
tual fund shares or to question the 
judgment of any person who wishes 
to invest his savings in them, although 
we wish to repeat our conviction 
that any such person should first have 
created a completely adequate life 
insurance program. We wish our 
friends in the mutual fund field 
every success in their endeavors and 
hope that both they and the life 
underwriters in this country will con- 
tinue to serve the best interests of 
the American public. 


Public Interest Not Served 


We do adhere to our belief, how- 
ever, that the public interest is not 
well served by the tie-in sale of 
mutual fund shares and life insur- 
ance, for we feel that this practice 
creates the false impression that there 
is a natural relationship between the 
two products. Actually, they are as 
different as day and night, and, in 
our opinion, any attempt to correlate 
them merely tends to confuse the 
buying public. 

By its very nature, the combina- 
tion of mutual fund shares and group 
life insurance is a contradiction in 


terms. The purchase of such shares 
is a speculation—and we use the term 
“speculation” in its highest sense— 
since, unlike life insurance, these 
shares carry no guaranteed values 
or returns. Of course, if a man wishes 
to take the calculated risk involved 
in making such an investment, it is 
his undeniable privilege to do so. 

At the same time, we must also rec- 
ognize that one of the primary reasons 
why people buy life insurance is to 
avoid speculation. Thus, if, as we 
fear, the addition of term insurance 
to these planned investment pro- 
grams leads purchasers of mutual 
fund shares to assume that they will 
have the protection of the guarantees 
commonly and _ traditionally asso- 
ciated with life insurance, then we 
feel that the buying public is not 
being properly informed. 


Not Sound Practice 


As stated above, we have no quar- 
rel with the mutual fund people. 
Our quarrel is, and should be, with 
those life insurance companies who 
write this type of insurance. We do 
not believe that it is sound practice 
for these companies to issue life 
insurance the proceeds of which can 
be used only to purchase securities, 
when the companies have no effec- 
tive control over the efforts made to 
determine whether or not the pur- 
chaser has sufficient additional life 
insurance to provide money to meet 
the normal needs of his family. 

In the event that he does not, are 
the companies prepared to accept 
responsibility for the unpleasant pos- 
sibility that upon his death, his 
widow conceivably may receive a 
bundle of securities of little value 
when she and her children may be 
badly in need of hard cash for food, 
clothing and shelter? 

The companies writing this type 
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osophy displayed by such type ot 
management. 

“Continually spreading temporary 
life insurance benefits to more and 
more masses of people can only result 
in a delusion among those covered, 
a feeling of permanent security when, 
in fact, such protection is purely 
temporary,” he declared. “While our 
individual markets for life insurance 
coverage would consequently be cur- 
tailed, this is not nearly as serious as 
the effect of providing such great 
volumes of temporary protection for 
the American people. It is equally 
obvious that this type of manage- 
ment expediency could ultimately 
lead to more and more direct writing 
of business or mass coverage plans 
which are self-insured at the outset.” 


Need for Concern 

Discussing the use of group life 
insurance to guarantee the comple- 
tion of mutual fund installment 
plans in the event of the investor’s 
death, Mr. Gilmore said. 

“I feel we have every right to be 
concerned when the _ guarantees 
entirely peculiar to life insurance 
are loaned or leased to our competi- 
tion. We can have no quarrel with 
the fact that people are free to invest 
money as they see fit. But we should 
unalterably oppose extending the 
guarantees of life insurance to specu- 
lative investments, 

“These subsidies that we are cur- 
rently providing on a mass bass to 
equity funds cannot help but reflect 
on the integrity and stability of life 
insurance during any recession or 
deflationary period. It is certain that 
we shall bear part, if not all, of the 
onus attached by the public during 
any low period in our economic 
cycle. 


Tempting Error 


“I well recognize that proponents 
of this coverage are vociferous in up- 
holding their position. They claim 
that we are ignoring new merchan- 
dising trends and the serving of the 
public interest. There is always 
some latent charm of truth in any 
tempting form of error and the de- 
flection is more dangerous because 
of this. No public interest is served 
by combining speculation with secur- 
ity nor is there any demonstrated 
public demand for such coverage. 
The legal opinion that makes a 
corpse liable for a liability that was 
not even contingent during the pur- 
chaser’s lifetime is, at the most, ques- 
tionable. The hole it permits to pro- 
vide another dilution of our azency 
system must be finally and effectively 
plugged.” 

Mr. Gilmore’s mention of the 
liability of a corpse was a reference 
to the fact that in order to make 
their installment purchase plan eli- 
gible for group-creditor coverage in 
some states some mutual fund mer- 
chandisers have arranged their con- 
tracts so that while there is no obli- 
gation to complete the payments 
during the investor’s lifetime, the 
obligation arises at his death, which 
of course, matures the insurance 
with which to fulfill the obligation. 

As for the third threat to the 


Gov. Herter Puts 
in Eloquent Word 
for Life Insurance 


A public official’s concept of the 
importance and usefulness of life 
insurance was given by Governor 
Herter of Massachusetts, the featured 
speaker of the American College 
hour at the first general convention 
session of the NALU annual meet- 
ing. 

When a man seeks the help of lite 
insurance in working out his own 


plans, he expresses. his own maturity . 


and understanding, said the gover- 
nor. 

“Is it an exaggeration to suggest 
that the fight against those who 
would subvert our way of life is to 
some degree in your hands?” he 
asked. “‘Is it not true that life insur- 
ance has reduced want, hunger, 
homelessness, desperation — all the 
things upon which communism 
feeds? 

“To hold that man cannot pro- 
vide for his own future is to deny 
as fundamental compulsion in the 
heart of civilized man—the urge to 
provide for his own. As well deny 
the compulsion which in the artist 








agency system, Mr. Gilmore said: 
“On many occasions our own agency 
field force has been guilty of con- 
centration on sales to such a degree 
that various practices and proposals 
have helped to weaken our own in- 
terests. ‘They walk a thin marginal 
line even though they never violate 
any law or regulation. We can always 
jointly combat threats from without 
the business but it is well nigh im- 
possible to eliminate termites that 
undermine any structure. While 
bank loan sales have been curtailed, 
they have still not been eliminated 
and perhaps the only recourse will 
eventually be a provision in the 
revenue code to effectively strip such 
plan of any fictitious appeal. Yes, I 
think we must be honest enough to 
be self-critical and that we must also 
largely bear part of the blame for 
our failure to more strongly advo- 
cate and defend the workings of our 
great agency system before legisla- 
tors and the public.” 

Mr. Gilmore said the agency sys- 
tem and in fact the entire structure 
of life insurance has become as great 
as it is only because countless hun- 
dreds of men and women from the 
field and from the executive ranks 
of the companies had the courage 
of leadership that was so often 
reflected in their refusal to become 
competitively expedient. 

“The life insurance business, our 
agency system—nay, more important, 
the American people, desperately 
need such leadership today,” said 
Mr. Gilmore.” I am convinced that 
it exists among us and among our 
companies if we, whose business it 
will always -be to motivate people to 
do what should be done, seize that 


opportunity.” 
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puts brush to canvas—in the musi- 
cian willingly suffers the travail of 
composition. Life insurance is an 
answer to those who feel that com- 
pulsion should be applied from with- 
out—that the state should relieve 
man of his privilege to work out his 
own destiny and take on this obliga- 
tion for him. To strike from a man’s 
hands the tools of his own future is 
to offer him the chains of slavery. 
It is to exchange the daily bread of 
ersonal accomplishment for the 
stone of shackled enterprise. Noth- 
ing could weigh more heavily on the 
heart of mankind than a world in 
which the highest urge to work in- 
dependently for a goal is absent. 
“If I were a life insurance agent, 
I should be very proud of my part 
in bringing to the independent citi- 
zen the means for strengthening his 


personal aspirations. Certainly life 
insurance is an expression of the 
philosophy which guides the politi- 
cal thinking of which I am an ex- 
ponent—the belief that men should 
work out their own destinies when 
it is possible for them to do so. Be- 
cause of it we can apply with wisdom 
and discretion the charitable im- 
pulses which motivate every man. 
Brotherhood requires that we allow 
no human being to live below a 
level of decent standards—but the 
state should never go into the busi- 
ness of doing for man what he can 
do for himself. The wastrel, the 
free-loader is not typical. More 
clearly significant are the 229 million 
individual life insurance policies 
owned by the people of the United 
States—an average of four per fam- 
ily.” 


J business 








Mucey Lists Steps in Training 


(CONTINUED FROM PAGE 18) 





a natural market of ordinary seems 
to follow as an agent increases his 
knowledge and skills. We have also 
found that by stressing ordinary it 
becomes quite difficult to get the 
agent to sell a reasonable amount of 
industrial. 

As soon as the agent is notified 
that he has successfully passed his ex- 
amination, the manager writes him 
a letter congratulating him as well 
as Officially welcoming him to join 
the army of life insurance men in 
the state of Pennsylvania. He also 
expressed confidence in his ability 
and extends a helping hand as time 
goes on. 

The staff superintendent and the 
agent make appointments to work at 
least two evenings each week during 
the two week field training period. 
The following items are taught and 
reviewed during the two weeks: 

Daily prospecting, receipting of 
premium receipt books, stressing the 
sale of weekly premium, arranging 
for evening calls, canvassing the 





family next door, use of sales aids, 
reviewing the use of weekly pre- 
mium proposals and route lists, dem- 
onstrating accounting in industrial 
ordinary and monthly debit ordi- 
nary, explaining advances and ar- 
rears, and setting up a prospect file 
box for agent. 

Due to the lack of scientific con- 
trols and the number of variables, 
such as the trainee’s original intelli- 
gence, personality, development, 
motivation etc., there is no way of 
making a statistical study of the 
validity of our training procedure. 
However, we do know that it has 
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contributed greatly to the first year 
success of our men valued by com- 
parison to former methods. We also 
know that it must be continually im- 
proved and changed to meet new 
conditions. The plan as adminis- 
tered, we think is good. Changing 
to a better plan is flexible because 
our only objective is to better train 
the agent as he prepares to accept 
the challenge of our profession. 
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him and his future in the insurance 
and the importance of 
night calls, finally arranging for 
him to take her to her mother’s 
home while he made his calls. We 
found further that he was trying to 
sell “off the cuff.” His presentations 
were poorly prepared, no alternative 
plans being presented. The staff 
manager reviewed proposals more 
closely and kept going with him on 
cases now and then. We haven't 
really developed this man into a 
successful producer but we feel we 
are making progress as he is doing 
better than average. His wife seems 
more interested in his progress and 
we are hopeful that he will develop. 

Agent C. This agent was doing 
teal well in all respects. His rog- 
tess had been steady. He absorbed 
details well, seemed happy and told 
US repeatedly of his satisfaction with 
ls work and progress. Maybe we 
accepted this too readily for one day 





he walked in and resigned, effective 
as soon as possible to accept another 
position. Reviewing the situation 
with him, to no avail, we reluctantly 
parted company. This is one of the 
few cases where the new man quit, 
ind we are still not sure why. Some- 
where along the line, I believe we 
missed the boat. 

Agent D. At the end of six months, 
this agent again repeated his in- 
tention of seeking advancement in 
the business rapidly. He had com- 
pleted the training program in a 
most satisfactory manner and was 
doing outside studying. The staff 
manager found the agent needed lit- 
tle if any help in selling. Previously, 
this man had set a goal for himself 
of $7,500 per week net paid for. He 
not only maintained this goal but 
bettered it, and last week was pro- 
moted to staff manager, with only 








one year of service. 





A salute to the N. A. L. U. 


On the occasion of the 65th annual convention, 
we extend our sincere good wishes and 
heartiest congratulations to the National 
Association of Life Underwriters for their efforts 
in furthering the doctrine that 


“Life Insurance is a Declaration of 


Financial Independence” 


MONUMENTAL LIFE INSURANCE COMPANY 


F. H. Loweree, President 


Home Office: 
Charles and Chase Sts. 
Baltimore 


CHARTERED 1858 
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suite. Deane C. Davis, president; president; Karl G. Gumm, superin- 
Clyde R. Welman, agency vice- tendent of agencies; Gordon F. Can- 





head in clouds 


feet on ground 


Ok, we'll admit it: we’ve got 
our head in the clouds. Call us ideal- 
ists, if you will, but we believe that 
only quality business is worth going 
after. Only quality business gives the 
policyholder his money’s worth, 
makes a living for the underwriter, 
builds a sound volume for the home 
office. Judging by American United 
Life’s sales records, this ideal is pay- 
ing off in a big way. 

But that’s only half the reason for 
success. American United also man- 
ages to keep its feet firmly planted on 
the ground. Its sales tools, sales train- 
ing programs and technical advice are 
geared to individuals with a view to 
making the most of each man’s own 
abilities. 

American United’s ideal size makes all this possible: being 
big enough to be big* and yet small enough to retain the 
all-important personal touch. 


* Assets over $100 millions, insurance in force over $550 millions 


Se 


AMERICAN UNITED LIFE INSURANCE COMPANY 
Home Office, Fall Creek Parkway at Meridian Street 
. Indianapolis, Indiana 






























































COMMERCIAL TRAVELERS INSURANCE CO. 


Home Office: Salt Lake City, Utah 


LEWIS T. ELLSWORTH, President 
R. S. SATTERFIELD, Vice-President 
G. A. MOYES, Secretary-Treasurer 


A Capital Stock Company writing Life, Accident, Sickness and 
Hospitalization in the following states: Utah, Idaho, Nevada, 
Montana, Oregon, Washington, Wyoming, Arizona, South Da- 
kota, Colorado and New Mexico. 


EXCELLENT AGENCY OPPORTUNITIES 
COMPLETE LINE OF POLICIES AND 
LIBERAL AGENCY COMMISSIONS 
Write 
LEWIS T. ELLSWORTH, President 
32 Exchange Place Salt Lake City, Utah 
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telon, director of agencies. 


NEW ENGLAND MUTUAL 
LIFE, Sheraton Plaza, Oval room. 
O. Kelley Anderson, _ president; 
George L. Hunt, vice-president; 
Lambert M. Huppeler, vice-presi- 
dent; Homer C. Chaney, 2nd vice- 
president and director of agencies; 
John L, Stearns, vice-president and 
actuary; John Hill, vice-president; 
Walter Tebbetts, vice-president. 


NEW YORK LIFE, Statler hotel, 
Georgian room. E. L. G. Zalinski, 
vice-president; Fred G. Kimball, 
manager of basic training; Raymond 
C. Johnson, vice-president; Andrew 
H. Thomson, 2nd vice-president; F. 
M. Bishop, field secretary, Mrs. 
Amelia E. Reichert, agency secretary. 


NORTHWESTERN MUTUAL, 
Parker House, Roof ballroom. 
Grant L. Hill, vice-president and di- 
rector of agencies; Benjamin B. 
Snow, Jr., superintendent of agen- 
cies; Harold W. Gardiner, director 
of education and field training. 


OCCIDENTAL OF CALIF., 
Statler hotel, Hancock room. Hor- 
ace W. Brower, president; William 
B. Stannard, vice-president in charge 
of agencies; Sidney S. Dunning, as- 
sistant superintendent of agencies. 


PENINSULAR LIFE (reception), 
Statler hotel, Parlor F. Laurence F. 
Lee, Sr., president; Laurence F. Lee, 
Jr., executive vice-president; Walter 
H. Saitta, vice-president in charge of 
agencies. 


PENN MUTUAL LIFE, Somer- 
set hotel, Louis XIV ballroom. D. 
Bobb Slattery, vice-president; Wallis 
Boileau, Jr., 2nd vice-president; 
George A. Bennington, III, superin- 
tendent of agencies. 


PHOENIX MUTUAL LIFE, 
Bradford hotel, Glass and Oval 
rooms. D. Gordon Hunter, vice- 
president and agency manager; Her- 
bert C. Skiff, 2nd_ vice-president; 
Clifford L. Morse, secretary and di- 
rector of agencies; Maurice R. Perry, 
agency secretary; Kenneth P. Dowd, 
manager sales training division. 


PROVIDENT MUTUAL LIFE, 
Hampshire House. M. Albert Lin- 
ton, chairman; James H. Cowles, 
vice-president and manager of agen- 
cies; Alice E. R. Hare, director of 
sales education; C. Sumner Davis, 
associate manager of agencies; E. 
Roy Hofmann, associate manager of 
agencies; John T. Wilver, assistant 
manager of agencies; William A. 
Carrodus, agency secretary; William 
F. Sessoms, supervisor, agency de- 
partment administration. 


PRUDENTIAL, (reception), 
Statler Hotel, ballroom assembly. 
Harold M. Stewart, executive vice- 
president; Sayre MacLeod, vice- 
president; Paul B. Palmer, vice- 
president; Frederick A. Schnell, 2nd 
vice-president; Alan L. Reed, direc- 
tor of agencies; William V. Winslow, 
director of agencies; T. Gibson 
Smith, director of agencies; Harry 
Wilkinson, director of agencies 


—= 


(western home office); Carl P. Lundy, 
director of field training; Leon L, 
Tracy, assistant director of agencies; 
Henry L. Wilson, manager, field sery. 
ices; Gerald A. Eubank, special assist. 
ant to the president. 


STATE MUTUAL LIFE, Uni. 
versity Club. Robert H. Denny, vice. 
president; Joe B. Long, director of 
agencies; George Paul Smith, agency 
secretary; Hubert O. Seale, Jr., su. 
perintendent of agencies; John R. 
Fitzpatrick, assistant superintendent 
of agencies; C. Earle Armstrong, as. 
sistant superintendent of agencies: 
Glenn O. Mulvey, assistant superin- 
tendent of agencies. 

a 

TRAVELERS, Somerset _ hotel, 
Empress room. E. Rowland Evans, 
and Richard D. Jervis, assistant su- 
perintendents of agencies. 


UNION CENTRAL LIFE, Som. 
erset hotel, Balinese room. Wendell 
F. Hanselman, vice-president and 
superintendent of agencies; and Har- 
old P. Winter, assistant vice-presi- 
dent. 


UNION MUTUAL LIFE, Shera- 
ton Plaza, Copley room. Rolland E. 
Irish, president; Michael J. Denda, 
resident vice-president; John R, 
Carnochan, vice-president in charge 
of agencies; B. Richard Markham, 
director of training; Robert C. Russ, 
vice-president in charge of group 
sales. 


Report by NALU 
Group Committee 
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of coverage attempt to justify the 
practice as being merely a proper 
extension of the principle of creditor 
group insurance. A substantial num- 
ber of state insurance departments 
have agreed with this position, while 
a sizable, but lesser, number have 
held that no true creditor-debtor 
relationship exists between a mutual 
fund, on the one hand, and the 
installment purchaser of shares and 
his estate, on the other, in this kind « 
of situation. 

We are completely in accord with 
the latter viewpoint, for, we question 
the genuineness of the so-called obli- 
gation to complete the investment 
program contemplated in these cases 
when that obligation actually comes 
into being only when the purchaser 
himself dies. At the very least, it is 
an anomaly to saddle the purchaser's 
estate with an obligation that he was 
unwilling to assume while alive. 

As someone so aptly put it, the 
obligation does not exist for the 
living purchaser, but only for his 
corpse. In the circumstances, we d0 
not believe that it is in the public 
interest to force such an obligation 
upon a man’s estate, and we deplore 
the fact that some of our fine com- 
panies have seen fit to become parti¢s 
to such an arrangement. 
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as the result of the midyear report 
of this committee in New Orleans 
and an accompanying resolution on 
this subject, both of which were 
unanimously adopted by the board 
of trustees and the national council 
at that time. Thus, these companies 
are, or should be, completely aware 
of the opinion of approximately 
50,060 agents, including their own, 
throughout the length and breadth 
of this country. It is regrettable that 





most of them have not seen fit to be 
guided by this expression of opinion 
from the field forces. Consequently, 
we see no alternative except to re- 
affirm the recommendation made in 
the resolution presented by our com- 
mittee at the midyear meeting that 
NALU should work for early enact- 
ment of state legislation outlawing 
the tie-in sale of group term and 
securities. 





GAMC Chairmanship to Camps 3 


(CONTINUED FROM PAGE 6) 





ago. He explained the basis for mak- 
ing the award. He announced the 
winner as Harry J. Altick, general 
agent, State Mutual, Detroit. 

The award for the best article in 
District Management went to G. G. 
Koogler, manager of Home Bene- 
ficial Life at Nashville, for his article 
on human relations. 

Coy G. Eklund, manager Equita- 
ble Society, Detroit, was the first 
scheduled speaker of the afternoon 
with his talk on functionalizing an 
agency. Mr. Eklund illustrated his 
points by the use of a green and 
white blackboard chart. He charac- 
terized functionalizing an agency as 
the process of analyzing and organiz- 


ing all of the responsibilities and 
functions of the organization. He 
described these four steps as analyze, 
deputize, supervise, organize. He dis- 
cussed in detail these four impor- 
tant points in the operations of an 
agency. Mr. Eklund filled in his 
blackboard chart as he proceeded, in 
this way clinching and highlighting 
his major points. 

Opening feature of the GAMC 
meeting was the luncheon talk by 
Paul F. Clark, president of John 
Hancock. He talked on “The New 
Look in Selling” and drew enthusi- 
astic applause from an overflow audi- 
ence. His address will be reported 
in the second convention daily, is- 
sued tomorrow. 








Trustees Stick to Chicago Choice 


(CONTINUED FROM PAGE 4) 





upon at New Orleans but that in- 
stead it follow the findings of the 
location committee and cast its de- 
cision in favor of Washington. 

Before calling for discussions, 
President Gilmore explained that 
until Mr. Cleeton’s reading of the 
report no one in the official family 
of the association had known of its 
contents. 

There was an extensive discussion 
by proponents of the three cities, 
but it was mainly along lines that 
have become familiar through the 
intensive discussion this topic has 
had in the last two years. 


When the time came on Tuesday 
for the balloting on the location of 
NALU headquarters as between New 
York, Chicago and Washington, 
there appeared to be less interest or 
at least the feelings of the delegates 
were not as strong as on the pre- 
ceding day. The gossip in the lobby 
before the voting began was to the 
effect that it had to be taken as a 
foregone conclusion that Washing- 
ton would be the winner. 

The Chicago and New York advo- 
cates were not active or vocal on 
Tuesday. Instead, they seemed to be 
resigned to the idea that they were 
going to be out-voted and it was 
Just a question of counting the bal- 
lots. ‘There was no excitement in 
evidence. As the candidates marked 
their ballots, nothing indicated 
that prolonged campaigns had been 
carried on by the New York, Chi- 
cago, and Washington delegations 
over a period of nearly two years. 

George Treadway, reporting for 


the elections committee, said there 
were 298 votes cast, but not a major- 
ity for any one city. Washington 
was eliminated, he said, so the choice 
then became one between New York 
and Chicago. The news that Wash- 
ington had been eliminated caused 
a buzz of excitement and conversa- 
tion throughout the convention 
room. The vote was New York, 130; 
Chicago, 101; Washington, 67. 

Reports of the various committee 
chairmen were received and ap- 
proved with rapid-fire precision at 
the meeting of the national council 
on Tuesday. Before they were of- 
fered, president Gilmore explained 
that they had been given thorough 
consideration on the preceding day 
and that as a consequence there was 
no need to read them in their en- 
tirety or to comment on them at 
length. 

The advisability of having the 
NALU board of trustees meet more 
frequently than twice a year was em- 
phasized by President Robert C. 


‘Gilmore, Jr., in his report at the 


opening of the national council 
meeting. 

Mr. Gilmore pointed out that 
NALU present by-laws do not pro- 
vide for regular board meetings 
other than at the midyear meeting 
and the annual convention and 
while it is true that special meetings 
of the board may be called at other 
times, it should be obvious, he said, 
that this is not a practical solution. 

“In spite of consideration by the 
executive committee, business that 
requires the boards’ attention accu- 
mulates during any given six-month 
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period to such a degree that the 
present biennial meetings of the 
board are unduly prolonged, in- 
dividual board members are often 
physically overtired and mentally 
overtaxed, with the result that many 
critical problems cannot be consid- 
ered under the best possible circum- 
stances,” Mr. Gilmore said. “I real- 
ize that additional meetings of the 
board of trustees would necessitate 
added expenditure, but I feel it 
would be highly desirable to have 
your board meet each quarter during 
the year and in less prolonged meet- 
ings than has heretofore been pos- 
sible.” 

Mr. Gilmore said that at the 
proper time he would request the 
board of trustees to authorize the 
incoming president to hold two such 
special board meetings during the 
coming year. The matter of more 
frequent trustees’ meetings can then 
be the subject of a special by-laws 
amendment for action at the next 
convention, he said. 

Other recommendations, largely 
administrative, which Mr. Gilmore 


said he would lay before the board 
are (1) To budget an adequate 
amount subject to control by the 
president and managing director to 
reimburse any officer or trustee for 
expense in connection with assigned 
visits to member associations. ‘The 
other will be a substantial appropri- 
ation for a complete management 
engineering study of any operations, 
only part of which could be con- 
ducted prior to occupying NALU’s 
new headquarters building. 

Mr. Gilmore’s talk at the opening 
of the national council was quite 
brief. He said he was making it short 
because the council meeting was to 
be only two half-days as against 114 
days last year. Mr. Gilmore paid 
tribute to the work of the NALU’s 
headquarters staff and in particular 
that of Managing Director Lester 
O. Schriver. Mr. Gilmore said since 
being elected president he has 
traveled almost 40,000 miles, visiting 
53 local and state associations, about 
10% of which had not been visited 
by a president for the last three 
years. 
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«.. plus all of his Dad’s deposits. 


Extraordinary case?... NO! Exceptional benefits?... 





ST. LOUIS, MO. 


YES! And these are just a few of the many unique 
features in MASTERPLAN—A Complete Insurance 
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The first general session got 
under way Wednesday with Rob- 
ert C. Gilmore, Jr., president of 
NALU, acting as chairman of the 
session. There was singing led by 
David E. Sprague, Union Mutual 
Life, Boston. 

Robert E. Turner, Equitable 
Life of Iowa, president of the Bos- 
ton association, welcomed the gath- 
ering. He was followed by Insur- 
ance Commissioner Humphreys of 
Massachusetts. Following the in- 
troduction of special guests there 
was a memorial serivce for NALU 
trustees who died since the last an- 
nual meeting: Mitchell M. Rosser, 
Phoenix Mutual, Boston, and How- 
ard C. Ries, Equitable Society, 
Everett, Wash.; and for the late 
Frank L. Jones, a past president of 
NALU and for many years agency 
vice-president of Equitable Society. 
This service was conducted by Les- 
ter O. Schriver, managing director 
of NALU. 


Governor Speaks 


The service was followed by the 
presidential talk of Mr. Gilmore, 
reported elsewhere in this issue, 
and the American College hour, 
with Julian S. Myrick, Mutual of 
New York, chairman of the board 
of the American College, presiding. 
The feature was the address of Gov- 
ernor Herter of Massachusetts, 
which is reported elsewhere. 

Final speaker was Edward B. 
Hanify, Boston lawyer, on “The 
Glory of the Commonplace.” Mr. 
Hanify delivered a highly inspira- 
tional address in which he inveighed 
against the “irresponsibles” in Amer- 
ican life, but told his audience, “The 
very nature of your calling places 
you in the ranks of the ‘respon- 
sibles’ ” 

Wednesday morning there were 
breakfast meetings of the American 
Society of CLU and of the GAMC. 

The trustees and a good many 
others had gone through up to four 
days of conventioning before the 
first general session. The trustees 
got together Saturday morning at 
Boston. The American Society of 
CLU directors also met Saturday. 

Sunday morning there was a 
meeting of the American Society’s 
regional new candidate committee 
and a meeting of the General 
Agents & Managers Conference 
board of directors. Sunday evening 
President Gilmore was guest of 
honor at a dinner given by his 
company, Mutual Benefit Life. — 

The NALU committee meetings 
got off to an unusually early start 
on Monday, being slated for 8 
o'clock in order to finish most of 
them in a half day. 

There was also a meeting of the 
American Society of CLU directors 
Monday morning. 

The national council meeting 
started right after lunch. At four 
o'clock the Women’s Quarter Mil- 
lion Dollar Round Table held its 
business meeting and later in the 
afternoon there was a_ reception 
given by the Boston CLU chapter 


and one given by Lincoln National 
in honor of Ray H. Wertz, Detroit, 
chairman of GAMC. 

Tuesday morning there were a 
couple of breakfasts: the past presi. 
dents and that of the committee of 
social security. 

The second session of the na. 
tional council was open for business 
at 9 am. 

The GAMC session got under 
way with a luncheon. Principal 
speaker was Paul F. Clark, president 
of John Hancock. His talk on the 
“New Look” in selling will be re. 
ported in tomorrow’s issue. Toast- 
master was GAMC Chairman Wertz, 

This was followed by the business 
meeting and the program session, the ' 
latter under direction of M. L. 
Camps, John Hancock, New York 
City, program chairman. Lewis W. 
S. Chapman, director of company re- 
lations of LIAMA, presented the 
award for the best article in Man. 
ager’s Magazine and District Man. 
agement. 


Walker Reports 


Robert L. Walker, Peninsular, Or- 
lando, Fla., reported briefly as 
NALU vice-president. 

Gerald W. Page, Provident Mu- 
tual, Los Angeles, extended greetings 
as president of American Society of 
CLU. 

Benjamin D. Salinger, Mutual 
Benefit Life, New York City, presi- 
dent of the New York state associa- 
tion, gave his report as chairman of 
the committee on cooperation with 
the National Assn. of Investment 
Companies. He said that such dil 
ferences of opinion as had _ arisen 
between the NAIC and the NALU 
were due to misunderstandings and 
after a few committee meetings it 
was decided to formulate a joint 
statement of principles which would 
be proposed for adoption at the an- 
nual meetings of both organizations. 
Mr. Salinger read the resolution that 
had been evolved and said that it 
would be presented for approval and 
released on Wednesday. 

David B. Fluegelman, Connecticut 
Mutual, New York City, asked for 
the privilege of reading a telegram 
addressed to the NALU from Insur- 
ance Commissioner Allyn of Con- } 
necticut which was laudatory of 
President Robert C. Gilmore, Jr., of 
the National association. 

Greetings from the Boston associa- 
tion were delivered by Robert Tur- 
ner, Equitable, lowa, and president 
of the Boston association. 

Stanley C. Collins, Metropolitan, 
Buffalo, gave the highlights of his 
report as secretary showing that dur- 
ing the year 31 new local associa: 
tions were organized, that there are 
now a total of 616, a net gain of 18 
for the year. Mr. Collins expressed 
gratification over the fact that al 
though the dues of the NALU had 
been raised a loss of only 2,000 had 
been incurred and it is expected 
that this will be overcome in the 
near future and a new high mem 
bership total registered. 





Ist Day 








National 
, Detroit, 


> were qa 
ast presi- 
mittee of 


the Na- 
r business 


ot under 
Principal 
president 
Ik on the 
ill be re. 

— thyear 
an Wertz. 
> business 


>ssion, the ' 

iM. 1. of dependable 
ork 
Lewis W. 
aH . 
n t 

sag service 
rict Man- 


sular, Or- 
riefly as 


Jent Mu- 
greetings 
society of 
— WESTERN AND SOUTHERN 
ity, presi- 
e associa- 
gS 9 Proudly Salutes Its Agency 
tion with 
1vestment . 
such dif Force for Outstanding Success 
id arisen 
e NALU ' 
lings and In Affording the Public the 
etings it 
a joint 
ch would 
t the an- 
nizations. 
tion that 
1 that it 
‘oval and 


Opportunity of Financial 
Independence and Life Time 


; Security Through Life 
nnecticut 
isked_ for 
telegram 
m Insur- 
of Con- } 
atory of 
e, Jr., of 


Insurance. 





1 associa- 
ert Tur- 
yresident 


»politan, 
s of his 
hat dur- 

assocla- 
here are 


— THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 


that al- 
LU had 
si: 4 Mutaal C 

x pected Ompany 
in the 


h ment CINCINNATI 














A cordial bow 

to America’s 
top-ranking 

Life Underwriters 
from one of 
Americas most 
progressive 
mutual 


companies 





Guardian of Security 
wt; 








The Baltimore Life Insurance Co. 


Guardian of Security Since 1882 * Baltimore 1, Maryland 











